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| The BEAVERETTE Ratchet 
A “one piece” tool 
threading 44 to %%” 











We believe the 
“BEAVERETTE Ratchet” will 
sell well because it is fully self-contained 
. - has no loose parts .. . threads %, %s, Y% and 
%-inch pipe ... fully adjustable for cutting oversize or under- 
size threads . . being ratchet-operated can be used in ditches; corners; 

etc. Dies for %" available if desired. 


NET PRICE.......ONLY $13.50 | 








presents five new products! 


} r 7” 1 ee a 








The No. 38-R BEAVER | 
2,2%&3” (11% thd) | | were | 4 to 114” Range 
or 2% & 3” (8 thd) | The No. 4 BEAY ER You seldom find outstanding merit 


The No. 70 Series 








Ax the name indicates this is | Square-End Sawing Vise combined with low price... but the 
a 3-ineh model of the popular No. 70 Series has both. Unsurpassed 
No. 8-R BEAVER 1 to 2-ineh Used with hack-saw to cut SQUARE for threading brass and copper pipe 
caleen feat ee ENDS on alt Mads of pipe, tubing, tars, ++. or for use with power drive. Full- 
patentec = ures. mie rods, ete. width dies ... no lead serew ... not | 
pated Ry ot ed geen ae } Especially necessary for cutting exactly an “easy-working” tool but | 
tering device . . . no bushings; i | SQUARE ENDS on brass or copper threads as easily as any full width 
drip threads or close nipples; tubing to be used with sweat or com- die tool, Fully adjustable ... has die 
ee or ckudkee oe wae | | ee ee throwout. Lowest priced % to 14-inch 
post; ete. Renewable saw guides of hardened ratchet tool on the market. Add $1.50 
NET PRICES steel, for %4x"% dies. 
8-thread NET PRICES NET PRICES | 
(2% & 3”)..... $27.00 || No 2 % to 2”.......... 5.00 No. 70 Plain 14 t0. 114... $9.00 
11!4-thread No. 4 1% to 4” $15.00 No. 70R R V V 2 
9 - ; ‘ 4 bieaecars i . atchet 14 to 1144 .$11.50 
(2, 2% & 3”)...$30.00 


The No. 200 BEAVER 


Swivel Reamer 


Reamer cone is of ALLOY TOOL 
STEEL, heat treated, and can be re- 
sharpened many times. 

When finally worn out, the reamer cone 
ean be replaced at moderate cost. 


1% to 2-inch 






NET PRICE Many prefer the swivel-type reamer to 
the ratchet-type . . . because of it 
$4.00 . 


greater convenience and speed, 


The handle and comfortable knob are 
made of malleable iron . . . and un- 
breakable, Will stand unlimited abuse, 


THE BORDEN COMPANY .. . 293 DANA AVENUE .. . WARREN, OHIO 
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YOU ASKED FOR IT— 


NOW YOU HAVE IT 


THE ADVERTISING CAMPAIGN OF THE 
POWER TRANSMISSION INDUSTRY STARTS 
THIS MONTH WITH DOUBLE PAGE SPREADS 
IN NINE PUBLICATIONS REACHING 
PRACTICALLY EVERY PLANT IN AMERICA 











D> wernin THIS SPREAD-BETWEEN THE POWER AND THE 


WORK-!IS A SOURCE OF PROFIT IN MANY PLANTS .. a 





“YOUNG MAN, YOU’VE PUT YOUR FINGER ON 
A COST-REDUCTION | NEVER THOUGHT OF” 





| aes, snovct.on woroes 
SSS 


x E shall have to sell over seven million 
Wi of additional production to make 
up for just the carrying charges on the differ- 
ence in cost between these two methods of trans- 
mitting power to our machines.” Thus a textile 
head summed-up the problem 
In a metal-working plant, additional produc- 
tion to the value of 7 per cent of the entire 
machine investment had to be suld to offset carry- 
ing charges alone on the difference in cost between 
the Unit and Group methods of applying motor 
power to the work. 
In nearly every plant throughout imdustry 
there are machines and departments that call for 





Unit Drive (individual motors) and there are 
machines and departments that demand Group 
Drive (one motor for a group of machines). 
Either method of getting the motor power to the 
work is right when, and only when, it is correctly 
applied. Both methods are rarely right for the 
same set of conditions. 

On the right choice rests a production cost 
factor that cannot be ignored. A study of the 
production requirements of the plant or the 
department is usually necessary for a sound 
recommendation. This is the work of power or 
transmission engineers. 


But any executive can quickly see the cost- 


For example, consider the price of horsepower. 





penalty involved in using Unit Drive instead of 
Group Drive where the latter is equally or more 
efficient. Essentially, the question is one of a 
correct use and application of motor power (see 
graphs at right). 





Unit Drive with small high-cost motors meetscer- 


s 





a0: 





tain 





within or throughout a plant. But 
there are many conditions under which modern 
Group Drive, using larger and more heavily loaded 


motors, will not only substantially reduce the 


Then consider how the use of small motors 
affects your total horsepower investment. 





Uist Prices Squirrel Cage leduction Motors 
investment cost per installed horsepower but 


reduce maintenance and power costs as well. } 
An answer to the question of how to reduce ' 





costs is usually found through correction or ke “Sea” 
modernization of power and transmission equip- * LS 
ment. You may approach the question by making _ 





this inquiry: “Is there a source of profit in our 
plant between the power and the work?” or you 
might very profitably send for and read our Red 


Book which is "A practical analysis of some fun- 


Now see how much horsepower you actually 
need for a 20-horsepower job. 





WOMOUAL DANE TH HP per macnine TOTAL 30 ros 
damentals of Industrial Power Transmission.” 
Write for it today. 2 


7 4e. ene lad TAME. 


POWER TRANSMISSION COUNCIL 
Mechanical Power Engineering 


(Sponsored by Ameociates) 


ment for the transmission of power. 
370 LEXINGTON AVENUE, NEW YORK 











e 
Fower Transmission Clubs have been organized 
ia key industrial cities to render constructive 
service to customers. Their number is growing. 
Members are qualified to render constructive 
service as a result of study of supplied case 
information as well as local plant problems. 














A POWER DOLLAR SAVED IS A PROFIT DOLLAR EARNED 











Double-page spread in Business 


Week, Oct. 6th; also in October 


issues of 6 other publications. 
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ment to the Electrical 
Peacoat - earing in Oct.13th issue 


of Electri 


World. 





A STATEMENT RE 





GARDING THE ADVERTISING AND SALES 
POLICY OF THE POWER TRANSMISSION INDUSTRY 















W speak for an Industry. We represent more 

than 138 companies engaged in the manu- 
facture and sale of power transmission equipment, 
and more than 50 Power Transmission Clubs 
whose members are sales representatives and dis- 
tributors of producers of power and equipment 
for the application of power. 

We believe it is the joint responsibility of the 
Electrical Industry and the Power Transmission 
Industry to develop the best way to get the power 
to the work. Our mutual best interests are served 
to the extent that we recommend what is best for 
the customer, 


We both know that the most fruitful and least 
explored area of potential cost-reduction in the in. 
dustrial world is power and power-application costs. 

We both know that there are large differences 
in investment, Operating and maintenance costs 
between two systems of power application, namely, 
Unit Drive and Modern Group Drive. We know 
that many machines, departments or plants re- 
quire the higher-cost Unit Drive for special rea- 
sons. We also know that to many others those 
special reasons do not apply and that these ma- 


chines, departments and plants should, and ev entu 


month a co-operative advertising campaign in 
support of the educational and collective sales 
activities of 54 Power Transmission Clubs with 
more than 2500 members. 

The central theme of our advertising is cost- 
reduction in the field of power and power appli- 
cation through correction or modernization. Any 
realistic presentation of this theme must inevi- 
tably discuss the correct use and application of 
motor power as well as motor horsepower invest. 
ment. Our advertising will be factual based on 
case studies and proved engineering data. It will, 
and is intended to, raise questions regarding power 
costs. Constructive, studied answers to such ques- 
tions are a joint oblig. 





and responsibility of 


the Electrical and Power Transmission Industries, 
. . . 


Power Transmission Clubs have been organized 
in key industrial cities to render constructive ser- 
vice to customers. Their number is growing. 
Members are qualified to render constructive ser- 
vice as a result of study of supplied case infor. 


mation as well as local plant problems. 


POWER TRANSMISSION COUNCIL 
Engi 


(Sponsored by Mechanical Power incering Associates) 


An association of producers and distributors 
of power, power units and mechanical equip- 
ment for the transmission of power, 


370 LEXINGTON AVENUE, NEW YORK 





























ERE'S the advertising campaign 
you asked for—advertising that 
will raise question-marks gg 
out industry all the way up tot : 
top executives — questions —— 
ing power costs. To the extent tha 
you answer these questions a 
structively based upon study an 
analysis, our advertising and —- 
selling will succeed. For we are - 
vertising an idea, not ——— 
an idea that will pave the way for 
—— sales if you base your 
selling on it. ; 
The is the idea: There is a 4 
way to get the power to the work. 
Until and unless manufacturers 
find that best way they will go on 
losing millions o dollars in power 


ally will, be served with lowest cost power. 


The Power Transmission Industry begins this 


costs that would otherwise be prott 
dollars. The best way a " an 
Unit Drive. It may mean Modern 
Group Drive. In many cases — 
is used. And the truth is that, to 
many manufacturers, this — 
of the best way to get the power : 
the work boils down to the correc 
use and application of motors. ie 
We are advertising to manutfac- 
turers, not to ourselves. Therefore, 
our advertising talks small motors 
for Unit Drive versus large motors 
for Group ante Aopen tr sh 
investment, operating and mainte- 
nance costs. We talk motors because 
in selling Group Drive — ~2 
right for the job, we on age . : 
motors. In selling motors right fo 


rere 
THE BEST WAY TO GET THE POWER TO THE WORK: THIS IS THE 
JOINT RESPONSIBILITY OF THE INDUSTRIES ENGAGED IN THE 
PRODUCTION AND APPLICATION OF POWER TO MANUFACTURING. 


Eee 













the same job, the Electrical eres 
sells Group Drive and ~— — 
mission equipment. In this —_ 
paign we are talking — - 
economical ee = oe 
29 ss of its initial s e. 
en is now the biggest 
problem before industry. iin 9 
cost is today the greatest a - 
lable factor in cost-reduction. — 
was advertising better-timed ae 
this co-operative campaign _ = 
by 138 companies to pie ond 
collective educational an sa 
work of Mill Suppl sary wane 
d members of the. 

Soasaaubeatea Clubs. If you — 
a member, join or form a Club. 


Send for Club Roster. 


POWER TRANSMISSION COUNCIL 


(Sponsored by Mechanical Power Engineering we —— 
i d distributors of power, 
iation of producers an oa 2 
aan oar poe he Ao equipment for the transmission of p 
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“CLOSED BACK’ 





PIQUA, OHIO, U.S-A- 


WOOD'S 
LATEST! 
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construction where 
plate forming 
“Closed Back” ex- 
tends into tapered 
socket... This 
prevents strain on 
weld. 


Note free flexing | 









% At last you can buy a shovel that combines the good features of the 
welded strap, the hollow back and the solid shank shovels, and over- 
comes the disadvantages of each. 

Wood’s new CLOSED BACK shovel has a smooth blade, front and 
back — a resilient shank that is HEAT-TREATED. It has the “‘lift” 
or “bend” of a plain back shovel. It has the lightness of a hollow back 
shovel without the open space to which some workmen object. Handles 
are straight and easily replaced. 

We believe the Wood’s CLOSED BACK shovel to be stronger in the 
shank than any other shovel, and invite you to submit it to actual test 
in use on the toughest jobs. We believe workmen will like its trim, 
tapered socket and its perfect balance. 

Detailed description of Wood’s new CLOSED BACK shovel will be 
sent on request. The Wood Shovel and Tool Company, Piqua, Ohio. 


OOoD'Ss 
, hovels. ypades - scooypa 


In these famous grades. . .‘*Moly’’ (Mo-lyb- 
den-um) ...“‘Big Fist’’... Stuart... Piqua 
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A FRIENDLY SALES TIP 


@ IF someone were to tap you on the 

shoulder and inform you that he was 
going to tip you off to an opportunity which 
would enable you to increase your sales 
and profits, you’d lend an attentive ear, 
wouldn’t you? 

Well, get your ear cocked because there 
is such an opportunity awaiting every wide- 
awake distributor handling power trans- 
mission supplies and equipment. 

For this month, all industry will have its 
attention focused on the problem of reduc- 
ing power costs. This problem revolves 
around the idea of educating industry to 
the correct use of motor power. According 
to the current issue of Factory Manage- 
ment and Maintenance, “any year depending 
upon which power expert’s figures you 
choose to accept, industry wastes from 20% 
to 50% of the power it makes, plus a not 
inconsiderable amount of the energy it 
buys.” When we consider the fact that 
industry’s power and fuel bill for next year 
will be at least as high as it was in 1933— 
$1,500,000,000—it is apparent considerable 
savings can be effected if the power waste 
can be reduced even slightly. 

It so happens that this question of reduc- 
ing power losses is being given wide atten- 
tion this month. Factory Management and 
Maintenance, for example, with its October 
power cost reducing issue, will urge more 
than 22,000 plant operating executives to 
check power losses. 

‘ Coincident with this, the Power Trans- 
mission Council, backed by 138 power 
transmission manufacturers will launch a 
nation-wide cooperative advertising cam- 
paign designed to promote the economical 
transmission of power. Through nine in- 
dustrial magazines, this message of the 
Power Transmission Council will find its 
way into nearly every plant in the country. 

To distributors, and particularly dis- 

tributors’ salesmen, this campaign to cut 
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industry’s power losses uncovers a profit- 
able sales opportunity. 

Plant men are going to have their eyes 
opened to a need for new transmission 
equipment and they will buy it from some- 
one. That someone can be you, if you will 
arm yourself with power transmission facts 
and do a hard-hitting, sales job. 

You, as a distributor, are in a particu- 
larly strategic position in regard to this 
whole movement, because you handle all 
kinds of equipment and can recommend 
that which is best fitted to the job at hand. 
If it’s group drive, you handle belting, pul- 
leys, bearings and all the items essential to 
a complete installation. If it’s a short center 
drive, you can furnish it. If it’s a unit 
drive, you can handle that, too. 


Many distributors make it their business 
to put on special sales drives on specific 
lines. One week, they may push mechanical 
rubber goods, another week shop supplies 
and so on throughout the year. In this way, 
at one time or another, every major line 
handled will have had the benefit of special- 
ized sales effort. Not only has such a plan 
stimulated business on major lines, but also 
it has made distributors better salesmen of 
these lines. 


Ordinarily, there is no special incentive 
for concentrating on any particular line at 
any given time. In this case, however, there 
is a tremendous incentive in the form of a 
broad advertising campaign and a splendid 
editorial program, both dedicated to the 
job of promoting the economical use and 
transmission of power, and both reaching 
your prospect, the industrial user. 

No distributor ought to neglect this 
“once in a lifetime” opportunity. Follow 
through on the job which is being done to 
show industry how to cut down its power 
bills and you'll sell more transmission equip- 
ment than you thought possible. 
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THE BETHLEHEM Hot-Forged Nut has threads 
that stand up under severe wrenching stresses, 
shock and fatigue, in a way impossible to a nut 
made by ordinary methods. Only forging could 
produce a nut so able to take punishment. Only 
forging could bring the dense grain structure, 
the strong threads that the Hot-Forged Nut 
possesses. It’s practically made to order for the 
heavy-duty task. 

Bethlehem Hot-Forged Nuts are the logical 
ones for service in pumps and valves, in high- 
pressure, high-temperature equipment. Use 
them, too, with heat-treated track-bolts, and in 
railroad and mine equipment—in fact, wherever 
threads must be depended upon to stand up. 


Bethlehem Hot-Forged Nuts are made by 
men who know nut manufacture from A to Z, 
at our Lebanon, Pa., Plant. Among Lebanon 
Plant products are: All kinds of nuts, including 
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Only Forging could produce 
these tough, g 





strong Threads 








cold-punched and treated, as well as the Hot- 
Forged. -Machine and track bolts. Track and 
mine spikes, made from new-billet steel. Rivets, 
turnbuckles, etc. For service to you, an exten- 
sive range of all standard commercial items is 
regularly carried in stock at Lebanon Plant, 
ready for immediate shipment. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


District Offices: Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, Cleveland, 
Dallas, Detroit, Houston, Indianapolis, Milwaukee, New York, Philadelphia, Pittsburgh, 
St. Louis, St. Paul, Washington, Wilkes-Barre, York. Pacific Coast Distributor : 
Pacific Coast Steel Corporation, San Francisco, Seattle, Los Angeles, Portland and 
Honolulu. Export Distributor : Bethlehem Steel Export Corporation, New York. 


BETHLEHEM 
BOLTS*"*NUTS 
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With Which Is Consolidated INDUSTRIAL DIS- 
TRIBUTOR AND SALESMAN And Combined With 
Mill Supply Salesman. Founded by Ernest H. Smith 
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TIMELY COMMENT 


@ ASSOCIATION activities are essential to an 

industry’s well-being. The probabilities are 
that associations will become more important fac- 
tors than ever with the changes which are ap- 
parent in the NRA set-up. If this industry is to 
maintain the improved conditions made possible 
by NRA, it will have to depend upon an organ- 
ization of its own to accomplish the purpose, 
because there is little doubt but what NRA is 
going to favor freer price competition from 
now on. 

Industry can expect less cooperation from 
Washington in controlling unfair trade practices, 
will have to do the job itself. With proper organ- 
ization and strenuous leadership, it can be done. 


@ THE trouble with most cooperative endeavors 
is that there is too much talk, too little action. 
One organization which has substituted definite 
action for mere conversation is the Mechanical 
Power Engineering Associates. This group of 
manufacturers, not more than two years old, has 
organized 54 power transmission clubs through- 
out the country, maintains two engineers whose 
job it is to get the facts concerning the econom- 
ical transmission of power and this month an- 
nounces a nation-wide advertising program de- 
signed to sell the idea of modern group drive. 


@ WHAT it is, we don’t know but MILL Sup- 

PLIES seems to be jinxed in its efforts to get 
a good picture of the Central States Mill Supply 
Club in session. The first attempt was made in 
Chicago some months ago when only half the 
group showed in the finished proof. ‘Half a loaf 
was better than none” so we published the picture. 
A second attempt to secure a photograph of this 
group made September 26 in Milwaukee was even 
less successful than the first because the negative 
showed up a total blank. Anyhow the Milwaukee 


meeting was real successful. While we can’t 
show you what a fine looking bunch of distribu- 
tors there are in the Central States Group, we 
can tell you something of the meeting itself. A 
report will be found elsewhere in this issue. Better 
luck was had in getting a picture of the Code Au- 
thority, however. For proof look on page 12. 


@ AFTER the business end of the Milwaukee 
meeting was finished, the Milwaukee distrib- 
utors took those out-of-town guests who wished 
to go through the Schlitz Brewery. Those who 
took the trip agreed that Milwaukee was a down- 
right good place to hold meetings and that Schlitz 
beer was all that its advertising claimed for it. 


@ THE Code Authority for this industry met in 

Chicago September 27 to discuss amendments 
to its Code and also future policies. Every mem- 
ber was present with the exception of Herbert 
Edge, of New York, who, after having gotten to 
Chicago, was taken suddenly ill and was unable 
to attend. On September 28, a committee repre- 
senting the Industrial Supply Code Authority 
met with the Machine Tool Industry’s Code Au- 
thority to discuss matters of mutual interest. 
The Machine Tool Association met at Olympia 
Fields, Chicago, September 26, 27 and 28. 


@ THE presidents and secretaries of the Nation- 

al American and Southern Associations met 
in Chicago September 28 to discuss a site and 
program for the next convention. The group-by- 
industry idea came in for considerable discussion. 


@ JOHN PITTS, genial president of Brown- 

Roberts Hardware and Supply Company, 
Alexandria, Louisiana, had some interesting tales 
to tell about the monarch of Louisiana, Huey 
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(Kingfish) Long. Chicago and New York have 
often been accused of having corrupt political 
machines, but neither of them can shake a candle 
to the dynasty which Huey has set up. He not 
only controls the executive and legislative 
branches of the government in Louisiana, but the 
supreme court as well. “But he’ll hang himself 
yet,” says John Pitts. 


@ REGARDLESS of what you may think of the 

reorganization which has taken place in NRA, 
of the replacement of General Johnson with Don- 
ald Richberg, business at least knows exactly 
who’s who in the new set-up. The uncertainty 
of not knowing what’s going to happen in a move- 
ment as vital as NRA is often more disturbing 
than the actual news itself, even though that news 
may be discouraging. Despite the fears of many 
people that radicalism is going to permeate the 
new NRA set-up, the probabilities are that the 
situation will be handled in a far more conserva- 


tive manner than is expected by business men at 
the moment. 


@ “INDUSTRIAL MARKETING,” a recently 

published book by John H. Frederick, assis- 
tant professor of commerce and transportation, 
Wharton School of Finance and Commerce, Uni- 
versity of Pennsylvania, devotes two complete 
chapters to the industrial distributor and his place 
in the field of industrial marketing. Most of the 
data used by Professor Frederick in compiling 
this section was taken from the survey conducted 
by the Joint Merchandising Committee and from 
the pages of MILL SUPPLIES. The text throughout 
is clearly written and remarkably free from in- 
volved reasoning and suppositions. It should be 
of tremendous value to students of industrial 
marketing in their efforts to get a picture of just 
where each cog fits into the wheel. The mill sup- 
ply industry owes Professor Frederick a vote of 
thanks for his recognition of the services which 
it performs and for the manner in which he has 
fitted it into its natural place for his readers. 
Copies of this book are available from the pub- 
lishers, Prentice-Hall. 


@ AT a meeting of the durable goods industries, 

September 14 and 15 in Hot Springs, Virginia, 
it was decided to continue the work of the dura- 
ble goods industries committee. A new commit- 
tee headed by G. H. Houston, The Baldwin Loco- 
motive Works, was elected. This committee will 
continue to analyze the conditions interfering 
with reemployment in the durable goods indus- 
tries, including governmental regulation of in- 
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dustry, the supply of capital to private business 
upon which industry must rely for support and 
proposed plans for industrial reform and social 
changes of such a character as to discourage new 
enterprise. When the committee has had an 
opportunity to collect the facts, study them and 
arrive at a conclusion with respect to any prob- 
lems affecting the durable goods industries, a 
report will be made. 

Inasmuch as reemployment in the heavy indus- 
tries is recognized as the key to recovery, the 
efforts of this committee will be watched with 
keen interest. 

An appointment of a Council to be made up 
of one member from each of the durable goods 
industries was also agreed upon. Each industry 
will elect its own councilman. This council will 
constitute the regular medium of contact between 
the Durable Goods Committee and the respective 
industries included within the group. 


@ IN the article “What to Do About the Cash 
Discount Situation” appearing in this maga- 
zine last month, there appeared a typographical 
error. The statement was made in an analysis 
of 156 manufacturing accounts that “19 allowed 
2% for payment in 10 days.” This should have 
read: “19 allow 1% for payment in 10 days.” 


@ THERE were several men well known in the 

mill supply industry at the Machine Tool Associ- 
ation’s convention including Colonel George Cher- 
rington, Standard-Machinists Supply Company, 
Pittsburgh; W. J. Radcliffe, The E. A. Kinsey 
Company, Cincinnati; H. E. Oatis, The National 
Supply Company, Toledo, and J. W. Wright, 
Coleord-Wright Machinery and Supply Company, 
St. Louis. 


@ THE Joint Merchandising Committee, under 

the guidance of Alvin Smith, chairman, is get- 
ting ready for an active campaign in the interest 
of the distributor. An article appearing elsewhere 
in this issue tells of the splendid response from 
manufacturers in supporting this movement. A 
number of meetings are planned with purchasing 
agent groups for this fall. W. E. Cain, secretary, 
will discuss the economies of using the distributor’s 
services at these meetings. 


@ MR. AND MRS. B. H. ACKLES celebrated 

their twenty-fifth wedding anniversary Sep- 
tember 28. Their many friends throughout the 
mill supply industry join MILL SUPPLIES in send- 
ing heartiest congratulations. 
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WHERE AND How TO SELL 


AUUVLTUUOUUUUULT EULA 


PORTABLE ELECTRIC 
SANDER HAS WIDE 
APPLICATION 


@ IN selling electric tools don’t | 


overlook the market for port- 
able electric sanders. This tool 
has a wide application in many 
industries, some of which are 
indicated here: 

1. Finishing down and sand- 
ing artificial or cast stone, mar- 
ble, slate and tile. 

2. For building and refinish- 
ing boats. 

3. Refinishing desk tops in 
schools and other educational in- 
stitutions. 

4. Refinishing slate  black- 
boards in schools and institu- 
tions. 

5. Edging floors, resurfacing 
stair treads, aisles and landings 
in construction and industrial 
maintenance. 

6. Refinishing library tables 
and counters in institutions, de- 
partment stores and larger office 
buildings. 

7. Resurfacing and cleaning 
work benches in schools, institu- 
tions, wood-working plants, 
candy factories and soap fac- 
tories. 

8. For sanding on large flat 
surfaces in furniture factories, 
primarily for table top work. 

9. For lining up glued joints 
after the removing of clamps in 
cabinet, sash and door factories. 

10. In lumber yards for fin- 


ishing sash and doors and for 
surfacing odd lengths of lumber. 

11. For putting high polish 
finish on bronze sheets which 
are used to line elevator com- 
partments in the manufacture 
of elevators. 

12. In the installation of ele- 
vators for finishing joints which 
frequently overlap slightly and 
must be cut down for smooth 
running of the elevator. 

13. Fireproof door manufac- 
turers use sanders for produc- 
ing final finish on brass or 
bronze doors and also for level- 
ing rails in the construction of 
doors. 

14. Sanders are used by bake- 
lite manufacturers for refinish- 
ing bakelite panels, transformer 
boxes and switchboards. 

15. For surfacing tank bot- 
toms and tops in tank and vat 
manufacturing plants. 

16. For cutting down ribs 
left in the welding process in 
metal cabinet and radiator cover 
manufacturing plants. 

17. Electric fixture manufac- 
turers use sanders for final 
polish on brass or bronze up- 
right staves. 

18. Breweries use sanders for 
general maintenance and refin- 
ishing work, especially for re- 
finishing tables placed with 
retail outlets. 

19. Flooring and remodeling 
contractors need sanders for 


edging work on floors and finish- 
ing interior finish lumber. 

20. Decorators and painters 
use sanders for removing var- 
nish and paint on woodwork. 

21. Fountain and store fixture 
manufacturers use sanders for 
production work on manufac- 
tured products. 

22. Retail office equipment 
houses use sanders to refinish 
desks, tables, and other furni- 
ture to be sold second hand. 

23. Sanders are used by truck 
and auto body builders to sand 
down sides and aluminum metal 
used in construction. 

24. Electric sanders are used 
for leveling off ‘“clinking”’ blocks 
in shoe manufacturing plants. 

25. Sanders smooth down and 
finish up edges on vitrolite, a 
glass material used for floors 
and walls in construction. 


DON’T OVERLOOK BELT 
DRESSING BUSINESS 

e IN your drive for business on 

machinery and equipment 
that runs into big dollar volume, 
don’t pass by the orders that are 
to be had for maintenance items. 
Often, these latter items are the 
most profitable. 

Take the item of belt dressing, 
for example. 

Every plant which uses belt- 
ing or transmission rope of any 
kind is a belt dressing prospect. 
While the individual sale may be 








@ THE outstanding prospects for the portable electric 

sander are cabinet and sash and door shops, boat 
builders and yards, furniture repair and upholstery shops, 
libraries, schools, public and office buildings, truck 
body builders and repairers, decorators and painters, 
job carpenter shops, department and retail outlet 
stores, fountain and store fixture manufacturers, ele- 
vator manufacturers, office equipment houses and the 


metal working trades. 
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These rubber belts are driving con- 
stant speed drive paper machines. 
They are treated with a quality belt 
dressing and operate at a speed of 
720 r.p.m. from 12-inch to 72-inch 


pulleys, These particular belts are 


run 24 inches slack. 


small, the sum total of all the 
orders that can be had mounts 
up. 

Obviously, those industries 
using the greatest number of 
belts offer the best market. At 
the moment, these are the tex- 
tile, grain processing, food prod- 
ucts, chemical, metal working, 
non-metallic mineral handling, 
woodworking and cotton seed oil 
plants. 


In selling your customers a 
quality belt dressing, you are 
rendering a real sales service be- 
cause its use will assure a higher 
degree of efficiency in the trans- 
mission of power and a lower 
cost of maintenance. 


YOUR CUSTOMERS CAN SAVE 
BY BRONZE WELDING 
@ ILLUSTRATIONS of how 
savings can be effected 
through repairing broken parts, 
rather than replacing them are 
many. Supply salesmen should 
fortify themselves with a knowl- 
edge of methods for repairing 
parts so as to be of service in 
making proper recommenda- 
tions to customers when the oc- 
casion arises. 

One method of repairing 
which is gaining in favor be- 
cause of the ease, economy and 
efficiency of application is 
bronze welding. Here are two 
examples of how time and 
money have been saved through 
the use of this method. 


1. During the manufacture of 
a 10-ton pump casting, a con- 
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siderable section of the casting 
was broken out. The manufac- 
turer was faced with the neces- 
sity of scrapping the entire 
casting at a tremendous loss. 
However, he was prevailed upon 
to repair the casting through 
bronze welding. The damage 
was repaired for approximately 
6 percent of the replacement 
value. 

2. While large savings such 
as illustrated above are more apt 
to attract attention, salesmen 
should bear in mind that repairs 
of small parts over a length of 
time may save considerable 


money. An example of this is 
seen in the repair of the arm of 
a small pump body, which was 
accomplished in a few minutes 
at a cost amounting to but 4 
percent of the replacement cost. 





The fractured arm of this small 
pump body was repaired quickly and 
cheaply by bronze welding. 


CORRECTION ON ‘‘HOSE 
DON’TS’”’ 
e IN last month’s issue of MILL 

SUPPLIES, under the heading 
“Hose Don’ts Salesmen Should 
Know,” the following statement 
was made: 

“Don’t permit oil or grease to 
remain on the outside or inside 
of rubber hose.”’ This statement 
should have been modified with 
the phrase “except on hose de- 
signed especially for oil service.” 

However, even with special 
types of hose which will resist 
oil or grease, it is good general 
practice to keep oil or grease 
off the hose as much as possible. 

There are two types of oil re- 
sisting hose, those made of spe- 
cial oil resisting rubber and 
those made of compositions 
which are not rubber although 
similar in appearance and flexi- 
bility. While these compositions 
are reasonably resistant to oil 
and grease, they do swell in serv- 
ice and their life will be pro- 
longed by preventing any un- 
necessary exposure. 


AN EXTENSIVE MARKET FOR 
BALL BEARINGS 


@ THE market for ball bear- 

ings is an extensive one. They 
are to be found in lineshafts, 
countershafts, loose _ pulleys, 
clutches, pumps, motors, gen- 
erators, blowers, fans, exhaust- 
ers, conveyors, grinding mills, 
crushers, tumbling barrels, tex- 
tile machinery, polishers, stok- 
ers and rolling mills. 

While practically every plant 





There’ were about 12 feet of welding in one inch thick material in this 
broken 10-ton pump casting. 
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Ball bearing hanger boxes installed in lineshafting in a garbage 
reduction plant. 


doing any manufacturing is a 
ball bearing prospect, your most 
important sales possibilities will 
be found in the metal working, 
lime and cement, milling, wood- 
working, paper and pulp, textile, 
iron and steel and leather indus- 
tries. 

Some of the troubles which 
ball bearings are designed to 
overcome are: power loss, high 
starting torque, excessive lubri- 
cation and maintenance costs, 
overloading, breakdowns, oi] 
drip and leakage, overheating 
and difficulties arising from dirt 
and dust. 

There is a heavy replacement 
business for standard types of 
ball bearings and the distributor 
is the logical source for handling 
this business. Your manufac- 
turers will be glad to work with 
you in developing your market. 


WHAT YOUR CUSTOMERS 
LOOK FOR IN WASHERS 


@ HERE are some washer facts 

which will aid in serving cus- 
tomers efficiently. A washer, in 
order to best serve the me- 
chanical assembly in which it is 
used, should possess the follow- 
ing qualities: 

1. Washers should be _ per- 
fectly flat. Some washers on the 
market today are made up with 
a distinct dished or concave 
shape so it is impossible to have 
them lie flat against the assem- 
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bly where they are being used. 
This is a disadvantage and may 
be a cause for faulty operation 
of the completed product on 
which they are used. The better 
class of washers are perfectly 
flat and contribute to the per- 
fect workmanship of a fabri- 
cated product, an important 
essential of modern manufactur- 
ing and merchandising. 

2. Washers should be con- 
centric. It is surprising to note 
the number of washers being 
sold today where the center hole 





This heavy paper machine drive employs 
four 7/16-inch double pillow blocks. 


is not in the center of the 
washer itself. Such a washer 
made up with an “off-center” in- 
side hole may cause various 
assembly difficulties. In the first 
place, if the product on which it 
is being used is one where the 
dimensions have been accurately 
laid out, the fact that a washer 
is off center may cause one of 
its outside edges to extend too 
far in one direction, causing 
mis-fitting of the completed as- 
sembly. The other difficulty is 
the matter of (Turn to page 58) 





Large quantities of cold finished shafting are used in line shafting. With 

the growth of the group drive idea, an increasingly large market is now being 

offered for the sale of cold finished shafting. Here is a battery of automatic 

screw machines, group-driven, at work on a varied assortment of parts milled 

from bar stock. In addition to the shafting business, there’s a lot of belting, 

pulley, bearing, clutch and other mechanical power transmission equipment 
business to be had in this plant. 











CURRENT CODE DEVELOPMENTS 


Sales Problems Under N.R.A.—Manufacturers' Codes Interpreted—Code 
Authority Activities—Regional Group News—Cost Determination Data— 


Price Filing Information 





CHECK SHOWS SPLIT 
OPINION ON NRA 

@ IN line with its policy to keep 

in constant touch with indus- 
trial distributors on all subjects 
of common interest, MILL Sup- 
PLIES has again taken the pulse 
of the industry on the subject of 
the NRA. . 

In general, the majority still 
feel that the Recovery Act has 
accomplished much good and is 
still doing so and that filed 
prices are being maintained in 
a very satisfactory fashion. In 
contrast to the previous check, 
however, the majority is much 
smaller, the ratio being about 
10 to 8. 

That there is an increasing 
amount of discontent with the 
Act and its operation must be 
recognized but reports indicate 
that much of this discontent is 
of a secondhand nature. It is 
natural that distributors in New 


England and the South should 
feel upset over the textile strike 
since in many cases it shut off 
their best customers entirely. 

On the other hand, few com- 
plaints are heard against the 
operation of the code for this in- 
dustry. The majority find filed 
prices being maintained in a 
very satisfactory manner and 
few complaints of other viola- 
tions are heard. There is some 
slipping, of course, but most dis- 
tributors seem to have adopted 
the attitude that a half loaf is 
much better than no loaf at all. 

Reports of breakdowns in 
price maintenance come from 
San Francisco, New York, Punx- 
sutawney, Pennsylvania, Brook- 
lyn, Charleston, South Carolina, 
Belington, West Virginia, Pater- 
son, New Jersey, Oklahoma City, 
Newark, New Jersey, Quapaw, 
Oklahoma, Boston and Nash- 
ville, Tennessee. 








The Code Authority of the Industrial Supplies and Machinery Distributors trade, 
photographed at its meeting in Chicago, September 27. Standing, left to right: 
Bert Ackles, The Rayl Company, Detroit; Alvin M. Smith, Smith-Courtney Company, 
Richmond, Virginia; C. 8. Long, National Recovery Administration; Arthur D. 
Smith, Jr., National Recovery Administration; Harry Ruhf, Cleveland Tool and 
Supply Company, Cleveland, Ohio; and George Eckhardt, National Supply and 
Machinery Distributors’ Association. Seated: H. V. Waterman, Hendrie and Bolthoff 
Manufacturing and Supply Company, Denver, Colorado; John Pitts, Brown-Roberts 
Hardware and Supply Company, Alexandria, Louisiana; Charles Curtis, Western Iron 
Stores Company, Milwaukee, Wisconsin; George Fernley, National Supply and 
Machinery Distributors’ Association; and William T. Todd, Somers, Fitler and 
Todd Company, Pittsburgh. 
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On the other hand, distribut- 
ors in Pittsfield, Massachusetts, 
Cleveland, Easton, Pennsyl- 
vania, Chicago, Pittsburgh, 
Corinth, Mississippi, Minne- 
apolis, Buffalo, Columbus, 
Georgia, New York, Wichita 
Falls, Texas, New Orleans, Stur- 
geon Bay, Wisconsin, Rochester, 
New York, Baltimore, Gardner, 
Massachusetts, Memphis, Gas- 
tonia North Carolina, Newport 
News, Virginia, Newark, 
Springfield, Massachusetts, El- 
mira, New York, Syracuse, New 
York, and Rockford, Illinois, 
find prices being maintained in 
most cases. 


MILWAUKEE DISTRIBUTORS 
ENTERTAIN NEIGHBORS 
FROM CHICAGO 
@ HEADED by Howard St. 

George, Shadbolt and Boyd 
Company, as chairman, dis- 
tributors of Milwaukee were 
hosts to a large group from Chi- 
cago and outlying Illinois cities, 
Wednesday, September 26. All 
of these men are members of the 
Central States Mill Supply Club. 
The purpose of the meeting was 
to cement the spirit of good-will 
which has been growing since 
the organization of this group. 

Besides a luncheon and a per- 
sonally conducted tour of the 
Schlitz Brewing Company’s 
plant, the meeting was devoted 
to a discussion of problems com- 
mon to the two groups. Subjects 
under discussion included resale 
prices, broken package  sur- 
charges, minimum charges, 
transportation, reverse tele- 
phone charges, cash discounts 
and credits. 

Besides Mr. St. George, those 
present included: Charles E. 
Curtis. Western Iron Stores 
Company; Frank Summers, 
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John Pritzlaff Hardware Com- 
pany; Oscar Foerster, Frank- 
furth Hardware Company; all 
of Milwaukee; F. W. Copeland, 
H. Channon Company; J. L. 
Taylor, H. Channon Company; 
L. A. Clark, W. H. Clark and S. 
H. Clark, all of Samuel Harris 
and Company; Carl Channon, 
Great Lakes Supply Company; 
W. H. Symonds, W. D. Allen 
Manufacturing Company; J. G. 
Christie, Barrett-Christie Com- 
pany; Harry Pulver, Pulver Ma- 
chinists Tool Company; C. K. 
Gartner, Hibbard, Spencer Bart- 
lett and Company; William 
Pedersen, Pedersen’ Brothers 
Tool Company; R. Y. Wallace, 
William Wallace and Sons; 
Earle Paulsen, Oscar Iber, O. 
Iber Company; Edward P. Wel- 
les, Charles H. Besley Company, 
and Norman Durrie, Central 
States Mill Supply Club, all of 
Chicago; B. O. Schmaling, 
Swords Company, Rockford; L. 
E. Forbes, Couch and Heyle, In- 
corporated, Peoria; George 
Hemmingsen, Mohr-Jones Hard- 
ware Company, Racine; and C. 
J. Shaw, Barrett Hardware 
Company, Joliet. 

For the second time, MILL 
SUPPLIES made a valiant ef- 
fort to get a picture of this 
group. The first resulted in only 
half a picture and the report 
from the photographer on the 
second reads, “After developing 
the film we find it to be very 
unsatisfactory. In questioning 
our operator, we believe it to be 
the dense smoke which filled the 
room.” Some day, with the aid 
of the smoke inspector, we hope 
to be able to give distributors in 
other parts of the country a look 
at these fellows. 


NEW ORDER ISSUED ON 
POSTING LABOR PROVISIONS 


@ REQUIREMENTS more de- 

tailed than heretofore for the 
posting of labor provisions of 
codes of fair competition are 
contained in Administrative 
Order (X-82), dated Septem- 
ber 1. 

This new order leaves un- 
changed all provision of Order 
X-7 except paragraph 1. This 
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505 Arch Street 


COMPLAINT OF VIOLATION 
CODE AUTHORITY OF THE 


INDUSTRIAL SUPPLIES AND MACHINERY DISTRIBUTORS TRADE 


Philadelphia, Pa. 

















of the Specified provisions of the Code 


Date of alleged violation (Approximate if not definite) 
Facts concerning alleged violation (State facts sufficiently to indicate a clear violation 























N. B. If additional space is needed to state the facts, use another sheet of paper. 


Signature of Complainant 








Blank form issued by the Code Authority for the purpose of reporting 
violations of industrial supplies code. 





new paragraph reads in full as 
follows: 

“Every person shall, in the 
manner hereinafter provided, 
make application for and display 
official copies of labor provisions 
for each Code to which he is sub- 
ject or may hereafter be subject. 
Such official copies of labor pro- 
visions (hereinafter referred to 
as Official copies) will contain 
(a) the provisions of the Code 
relating to hours of labor, rates 
of pay and other conditions of 
employment; such conditions, 
orders, interpretations, explana- 
tions or statements issued by the 
President or the Administrator 
as part of or in connection with 
any order approving such Code 
or any amendment thereto so 
far as they relate to such pro- 
visions of the Code; other inter- 
pretations, orders and explana- 
tions; all to such extent as NRA 
may in the case of each Code 
deem to be advisable to effectu- 
ate the purposes of these rules 
and regulations. A separate ap- 
plication shall be made with 
respect to each Code.” 


HEARING SET ON ELECTRIC 
TOOL CODE 

@ A PUBLIC HEARING on the 

proposed supplemental code 

of fair competition for the Elec- 

tric Tool Industry—a division of 


the Electrical Manufacturing In- 
dustry—has been set for Octo- 
ber 4. 

Sponsored by the National 
Electrical Manufacturers Asso- 
ciation, which claims to repre- 
sent 84% of the industry, the 
code would adopt the hour and 
wage provisions of the master 
code, but would set up its own 
sections on prices and terms, in- 
cluding a classification of cus- 
tomers and separate trade prac- 
tice provisions. 

Products included under the 
code consist of electric drills, . 
valve seat grinders, refacers, 
tappers, screw drivers and vari- 
ous other portable or semi- 
portable tools having at least 
one electric motor as an integral 
part of the product. 


CENTRAL STATES HOLDS 
CREDIT MEETINGS 

@ MILL supply house credit 

managers of houses in Chi- 
cago and surrounding cities, all 
members of the’ Central States 
Mill Supply club, have been 
meeting monthly for some time 
in Chicago. 

These meetings, headed by 
Samuel H. Clark, Samuel Harris 
and Company, Chicago, have 
been unusually well attended. 
Mutual problems are discussed 
with a (Continued on page 64) 
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W. J. Radcliffe, The E. A. Kinsey 
Company, Cincinnati, Ohio. 





J.W. Wright, Colcord-Wright Machin- 
ery and Supply Company, St. Louis, 
Missouri. 





. 


George H. Cherrington, Brown and 
Zortman Machinery Company, Pitts- 
burgh, Pennsylvania. Mr. Cherring- 
ton, the retiring president, is also 
president of the Standard-Machinists 
Supply Company, Pittsburgh. 









































W. Carlisle, Strong, Carlisle and 
Hammond Company, Cleveland 


@ THE annual meeting of the 
Associated Machine _ Tool 
Dealers was held at the Olympia 
Fields Country Club, near Chi- 
cago, on September 26, 27 and 28. 
This group for the past year has 
been headed by George H. Cher- 
rington, president, Brown and 
Zortman Machinery Company, 
Pittsburgh, and also president of 
the Standard-Machinists Supply 
Company in the same city. 

Talks and discussions during 
the three day meeting centered 
about the Recovery Act as applied 
to the machine tool distributing 
trade. Kenneth Condit, editor of 
American Machinist, was the 
principal speaker on the opening 
day, discussing the machine tool 
industry and its relation to NRA. 

Since many of the machine tool 
dealers in this group are also in- 
terested in other phases of dis- 
tribution, considerable time was 
devoted to a discussion of over- 
lapping, both from a compliance 
and from an assessment stand- 
point. Regarding assessments, it 
was the consensus among those 
present that a distributor should 
be assessed in proportion to the 
volume of business done under 
each trade. Fortunately, from the 
point of view of those machine 
tool dealers who also handle in- 
dustrial supplies, it was possible 
to arrange a joint meeting of the 
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C. E. Moore, Herberts-Moore Machin- 
ery Company, San Francisco. 


DEALERS MEET 


supervisory agency of this group 
and a representative committee 
of the code authority of the In- 
dustrial Supplies and Machinery 
Distributors Trade, which was 
meeting in Chicago. The Indus- 
trial Supplies representatives 
were William T. Todd, Jr., chair- 
man of the code authority of the 
National Association and Alvin 
M. Smith, secretary of the South- 
ern Association. 

On the subject of compliance, 
the committee on ethics reported 
that in nearly every case, ma- 
chine tool dealers have been com- 
plying in every respect with the 
code. It has been the policy of 
this group, and a successful one, 
to use every means of persuasion 
and education to bring “chisel- 
ers” into line before filing a com- 
plaint. 

Considerable discussion was 
devoted to the subject of addi- 
tional discounts for Pacific Coast 
distributors due to the fact that 
members in this section find it 
necessary to do all of their own 
missionary work and servicing. 

W. T. McCarthy was elected 
president of the association for 
the coming year. He has always 
been very active in its affairs, 
having served as the chairman of 
two committees during the past 
year. Heis amember of the code 
supervisory agency. 
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WHEN BUSINESS “WENT TO THE DOGS” 
WE REALLY STARTED SELLING 


It takes courage to increase expenses when volume 
falls off, but this company didit, with pleasing results 


@ FOR the first six months of 

1934 our volume was 75% 
ahead of the same period last 
year. 

When business began drop- 
ping off after the memorable 
collapse of 1930, we took on 
three more salesmen. As a re- 
sult, the number of accounts on 
our books was tripled. Our rea- 
son for increasing overhead 
rather than retrenching was 
that our organization was geared 
to a certain pace and we felt it 
would be less costly to spend 
more money and keep going -at 
that pace than to pull in our 
heads turtle-fashion, and wait 
for the storm to blow over. 

Instead of taking orders, we 
went out and sold goods. We 
did our own missionary work. 
We employed a mechanical en- 
gineer who was not just a stu- 
dent, but had practical engineer- 
ing experience. He stepped up 
volume on one line alone from 
$10,000.00 a year to $42,000.00. 

After we had tripled the num- 
ber of accounts, we cast about 
for another idea which would in- 
crease volume. First we talked 
about the possibilities of getting 
additional new accounts. Then 
we decided it might be wiser to 
develop those we had to their 
full potentialities. So we car- 
ried on a quiet campaign. We 
selected six of our best. lines 
which we have always car- 
ried and never thought neces- 
sary to push. They were twist 
drills, files, hack saws, wrenches, 
electric tools and abrasives. Our 
salesmen asked all of their cus- 
tomers who did not buy the 
above-listed lines from us why 
they were not using our brands. 
The answer in most cases was 
“force of habit’. We would 
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Secretary-Treasurer Federal Hardware 
Company, Incorporated, New York City 


then try to sell them on the su- 
periority of our lines. 

May and June were devoted 
to hack saw blades. As a re- 
sult, we showed a 50% increase 
on hack saw orders over the pre- 
vious two months! Which 
proved conclusively that the 
way to get business is to go out 
after it. As the old Chinese 
proverb has it, “You can get 
somewhere with pull, but you 
can get there faster with push.” 
Make a nuisance of yourself in a 
nice way and you’re very apt to 
get an order. 

Occasionally, since June, a 
customer who has been sold on 
our line of hack saws has sent in 
an order specifying another 
brand. Our plan is to go out 
and buy the specified brand, give 
service on it immediately, and 
then call on the buyer to find 
out why the change was made. 
In most instances, there is again 
no reason, but force of habit. 
The particular user simply for- 
got to specify the new brand. 

We appreciate that it is going 
to take continuous selling to 
hold this 50% increase on hack 


saws but we’re going to do it 
or know the reason why. 

We sell large industrial ac- 
counts almost exclusively, par- 
ticularly the utilities and rail- 
roads. Thus our business is 
is not as_ seriously affected 
by fluctuating business condi- 
tions as the average. Light 
and power companies and the 
railroads are constantly using 
up materials. The utilities still 
have to run their dynamos 
whether or not Mr. and Mrs. 
Public decide to save 40 cents 
a month by not using their bed- 
side lamps. There may be less 
traffic on the railroads, but 
trains are still running and re- 
pairs have to be made. 

About four times a year we 
get out a blue folder to these 
accounts. We call it our “Blue 
Book’”’. It contains a list of only 
those manufacturers who have 
cooperated with us 100%. It 
also includes quotations. Our 
customers take a very definite 
interest in the names of the 
manufacturers who “qualify”. 

While each salesman thinks 
that he mentions every line at 
some time or other to all of his 
customers, it is surprising how 
often they will glance at the 
“Blue Book” (Turn to page 54) 








@ WHEN faced with a declining trend of business, as has been 

the case the past several years, the natural tendency is to cut 
expenses and contract activities, thus balancing a reduced income 
with reduced overhead. Increasing overhead in a falling market 
sounds almost incredible, but this company had the courage to do 
it. ‘‘Has it survived to tell the story?’’ you may ask. Not only 
has it survived but prospered, as the facts given here will testify. 














Warehousing As It’s Done 
Out West 


| | (ee 


: - - 
2am o fee ® 


I 


m4 








In large centers close to sources of supply, 
a distributor can often get by with reason- 
ably small stocks. Not so in the far west. 
It takes too long to get merchandise to 
attempt operation with skeleton stocks. 
You've got to have the goods if you are 
going to sell them. Waiting for direct 
shipments simply does not go. Here is a 
quick picture of how J. E. Haseltine and 
Company, Portland, Oregon, tackles the 
problem of warehousing. 


1. COLD ROLLED 
STEEL 
These racks store 
cold finished steel. 
Round bars are 
stored below and flat 
stock in the set-back 
rack on top. Hexa- 
gons and squares are 
then stood on end 
against the sides. The 
complete structure 
with the standing 
bars has a capacity of 
about 250 tons. At 
list prices, the stock 
in this rack and lean- 
ing against it will 
average in the neigh- 
borhood of $30,000. 


2. CALL STOCK 
A small call stock of 
bar steel is main- 
tained in the main 
downtown warehouse, 
as shown at the left. 
At the right are more 

welding materials. 


3. TIRES 
A small section in the 
tire department on 
the third floor of the 
main warehouse. A 
complete line of auto- 
mobile and truck tires 
is carried in this de- 

partment. 


4. “HORSES” 
“My kingdom for a 
horse,” or “All is not 
gas driven yet.” Neck 
yokes, eveners, whif- 
fletrees and wagon 
spokes are carried in 

stock. 


@ THE front windows of J. E. 
Haseltine and Company, Port- 
land, Oregon, are always full of 
human interest, and the displays 
are changed almost as often as in 
a department store. They range 
from fine tools, on up through in- 
dustrial supplies and specialties 
such as welding equipment, and 
even include lines of hunting 
equipment and fishing tackle. 

One day a query was made to 
Haseltine: “Of all the people who 
daily gaze upon and speculate 
about the things in your win- 
dows, how many, do you suppose, 
have the slightest conception of 
what lies back of the windows 
and show room? Why don’t you 
sometime make a display of large 
photographs showing some of the 
stocks and facilities that are nec- 
essary to enable an industrial dis- 
tributor to render the service 
that he does? Show the great 
variety and magnitude of the 
stocks that lie in the remote parts 
of the building.” 

The suggestion seemed to make 
some impression. At any rate, 
a representative of MILL Sup- 
PLIES was permitted to take a 
camera and shoot all around the 
place, “Upstairs, downstairs and 
in the lady’s chamber,” as the old 
rhyme goes, with reservations, of 
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course, as to the lady’s chamber. 

This is not an example of a 
modern building of concrete and 
steel, equipped with high and low- 
speed elevators, pneumatic sys- 
tems, and all the latest time sav- 
ers. Rather, it is an example of 
a building wherein a company has 
done business for a great many 
years, has doubled in volume 
many times over, and still, by 
careful planning, utilization of 
every square foot of space, 
strengthening here and remodel- 
ing there, has continued to use 
the old stand, with which custom- 
ers all over a great territory are 
familiar and where they feel at 
home. 

It is in reality two buildings 
adjoining and thrown into one, 
three stories and basement and 
containing some 80,000 square 
feet of floor space. Together with 
a modern, one-story steel ware- 
house in another part of the city, 
it is owned outright by J. E. 
Haseltine and Company as well 
as all the stocks contained there- 
in. J. A. Haseltine, the present 
executive head, true to his New 
England ancestry and early train- 
ing, has an inborn aversion to 
owing money. Try to have him 
take stock on consignment, and 
his comeback always is: “How 
much will it cost for cash?” 


This business was bought by 
J. E. Haseltine, father of the 
present head of the company, 
J. A. (“Amby”) Haseltine, and 
has a history extending back to 
1856. It now represents an ex- 
pansion from what was origin- 
ally a blacksmiths’ supply busi- 
ness. By stages, it developed on 
through logging machinery sup- 
plies to the status of a modern 
industrial supply house. The 
company’s card now reads: “Mill 
and shop supplies; heavy hard- 
ware; automotive hardware; 
welding equipment; tires; hunt- 
ing equipment and _ fishing 
tackle.” 


“Why,” you may ask, “has 
hunting and fishing equipment 
any place in an industrial supply 
business ?” 

Under the conditions in this 
locality, where there is good fish- 
ing of one kind or another the 
year around. (Turn to page 54) 
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5. RIVETS 


A partial view of the 
rivet stock depart- 
ment on the second 
floor. The space is 
“L” shaped, and the 
total length 120 feet, 
including the “L.” 
Five bins high from 
one end to the other, 
in a space about 6 
feet high. There is 
space in the middle 
for unopened stock. 


6. WELDING RODS 
A view in one corner 
of the broken package 
welding rod stock, 
with counter in the 
front for measuring 
or weighing rods. 


7. TAPS AND DIES 


Thousands of small 
drawers are required 
to carry the taps, dies, 
tubing fittings and 
reamers that enter 
into this small-unit 
but high-cost stock. 
All are grouped by 
class of merchandise 
and sizes, running 
consecutively. Ittakes 
but a moment to lo- 
cate one item in this 
almost myriad stock. 


8. MILD STEEL 


These racks in the 
steel warehouse con- 
tain bar, mild steel 
and small angle stock. 
The diagonal racks 
on the side conserve 
space and facilitate 
handling. They are 
made of upright 2- 
inch steel pipe with 
%4-inch round mild 
steel bars running 
through. The latter 
are spot welded and 
the resulting frame 
is rigid. 


9. AXES 


This axe rack is on 
the main sales floor. 
It makes an attrac- 
tive display and sales 
are made direct from 
the rack. The end 
pieces are 114 inches 
thick, 14 inches wide 
at the top and 24 
inches at bottom. The 
top is a 2-inch plank 
five feet long. Pegs 
in the bottom plank 
hold axes vertical 
while hooks in the top 
plank are used for 
suspending an equal 
number. The total ca- 
pacity is 92 axes, not 
including 8 axe heads 
displayed on pegs in 
the top plank. 








@ AT first glance it would seem 

logical to suppose that the 
average industrial supply item 
was of too technical and dull a 
nature to be effectively displayed 
in show windows, yet a recently 
completed survey among distrib- 
utors reveals that a vast majority 
of them feel that a proper use of 
show window space will yield 
dividends. 

True, the location of many sup- 
ply houses is such that the dis- 
play of supplies and equipment 
might seem useless, still many 
houses located in strictly indus- 
trial districts find the use of show 
windows profitable. It appears, 
therefore, that window displays 
are just one more easily over- 
looked step in building customer 
good-will, which bring tangible 
results to those who use them 
properly and which appear use- 
less to those who haphazardly 





SHOW WINDOW SPACE IS VALUABLE 


throw some tools and paint in a 
window and expect immediate 
results. 

The replies to the above-men- 
tioned survey by those distribu- 
tors who find display windows of 
real value bear a remarkable re- 
semblance. Most of them, for 
instance, choose as the best prod- 
ucts to display, those which have 
some appeal to the individual as 
well as to the industrial plant. 
Such items as fine hand tools, 
electric tools, paints, brushes and 
hose will draw the interest of the 
average man. After all, stopping 
the man long enough to make him 
look is the first step in the battle. 

Still another group of products 
mentioned by most of those dis- 
tributors reporting favorably 


on the use of windows may be 
classed as the “moving object” 
group, such as chains of gears, 
belting and pulleys in operation 





interesting window. It was arranged by Arthur Benson. 
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and small pumps in use. The 
object in this case is again to stop 
the passer-by but here it is done 
by motion, an almost sure-fire 
method according to experts who 
have studied the subject exten- 
sively. 

Good window displays take 
care and pains. A glance at the 
opposite page, where may be seen 
different windows employed by 
the W. M. Pattison Company, 
Cleveland, will bear this out. In 
each it will be noticed that every 
care has been taken to center the 
attention on a single line or 
product. 

In contrast to this type of win- 
dow is that of the Schlafer Hard- 
ware Company, Appleton, Wis- 
consin, seen on this page. Here 
many different products have 
been featured in one window, yet 
the care with which they are dis- 
played makes the window attrac- 
tive. 

The consensus among report- 
ing distributors, however, seems 
to favor the former method, that 
of displaying one line at a time. 
Lloyd Smith, general manager, 
Buford Brothers, Incorporated, 
Nashville, Tennessee, says, “To 
be effective window displays 
should be changed weekly. One 
line should be shown at a time.” 

“Don’t try to put too much ma- 
terial into a window. The mind 
misses everything,” comments 
J. D. Mitchell, purchasing agent, 
Seither and Ellis, Incorporated, 
Newark, New Jersey. 

A suggestion worth consider- 
ing is that of Harry S. Van Den- 
berg, president, Van Denberg 
Supply Company, Rockford, Illi- 
nois, who writes, “We have dis- 
plays in windows of vacant 
store buildings. Owners make no 
charge but we keep the windows 
washed and (Turn to page 22) 
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Po. BOYLAN, sales manager, W. M. 
Pattison Supply Company, Cleveland, Ohio, says, "If proper attention is 
given to window trimming, we are convinced that you can make the dressing 
of a mill supply window as attractive as one full of step-ins."’" These windows 
used at various times are offered as evidence that ''Pete''’, as usual, is not 
talking through his hat. 
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Selling the Industrial Buyer 
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ARTICLES FOR “BRUSH CONSCIOUS” SALESMEN 


(Second Article) 





A’ important sales point used by “Brush Con- 
scious” Salesmen is the exceptionally wide scope 
of Osborn Wire Wheel Brushes. With relatively few 
exceptions, practically every industrial requirement 
for a wire wheel brush can be met by a correct selec- 
tion from the Osborn line. 


Standard types of Osborn Wire Wheel Brushes are 
illustrated and briefly described on these pages. More 
detailed information is given in the Osborn catalog. 


Osborn Master Steel Wire Wheels 


The Osborn Master Wheel 
isa complete unit-built 
wheel having a _ standard 
2-inch opening in which are 
inserted Osborn Adapters 
of the required arbor hole 
size. 


The Osborn Master Wheel 
is used ordinarily as a single unit wheel although 
two or more may be used together to build up a re- 
quired width of 
face. However, 
the Osborn 
Monitor or 
Riehl Section 
is usually rec- 
ommended for 
building up a 
required width 
of face. 











Osborn Monitor Steel Wire Sections 





There are two types of Osborn Monitor Steel Wire 
Sections as illustrated. The Improved Monitor Sec- 
tion (at left) is more heavily filled with wire than the 
Monitor Section (at right). Both Sections are 
designed for use without hubs or adapters. 




















Monitor Sections are used as single wheels or a num- 
ber can be mounted together to build up a required 
width of brush face, as illustrated above. 


The Monitor type Section is particularly useful for 
requirements where the Master Wheel or Complete 
Economy Wheel would be either too wide or too nar- 
row to satisfactorily perform the brushing job. 
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Osborn Economy Steel Wire Sections 


Interlocking 
Hub 





Osborn Economy Steel Wire Sections are made with- 
out a hub or face plates. For most standard require- 
ments, a set of Economy Sections is used with an 
Interlocking Hub, making a Complete Economy 
Wheel, as illustrated below. 


This method is economical for continuous production 
operations as the Interlocking Hub can be refilled with 
a set of new Economy Sec- 
tions when necessary. The 
Interlocking Hub is bored to 
the required arbor hole size. 


Economy Sections can also 
be used without the Inter- 
locking Hub, by mounting 
them directly upon a shaft or 
arbor prepared for the pur- 
pose. This 
application is 
used ordinari- 
ly where a 
brush face of 
two, three or 
more feet in 
width is re- 
quired, as il- 
lustrated at 
left. 











Note: More detailed information about any 
one or all of these Osborn Wire Wheel Brushes 
will be furnished promptly to any “Brush Con- 
scious” Salesman. 











Osborn Wire Wheel Brushes 


Osborn Riehl Steel Wire Sections 





Riehl Sections are made for use without hubs or 
adapters and are mounted directly on the shaft or 
arbor. Any desired width of face can be built up 
by mounting the required number of Riehl Sections 
on the shaft or arbor as illustrated above. 


The unique construction of Osborn Riehl Sections 
permits a rocking movement of the wire which lessens 
the flexing action, thereby minimizing wire breakage 
under severe usage. 


Osborn Disc-Center 
Steel Wire Sections 


Disc-Center Sections are 
used without hubs. A sin- 
gle section, or a number of 
sections can be mounted 
directly on the shaft to 
build up any required width 
of face. The construction 
of this section permits each 
tuft of wire complete freedom of movement, which 
makes it possible for the working ends of the wire to 
“follow” uneven or irregular surfaces. Recommended 
for severe metal cleaning jobs, such as removing burrs 
from stampings, scale from gears and welded parts, etc. 





THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 


Sales Offices: New York, Detroit, Chicago, San Francisco 


OSBORE 


THERE IS A BETTER WEARING OSBORN BRUSH FOR PRACTICALLY EVERY USE 
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Hand Tools 

Precision Tools 
Transmission Equipment 
Electric Tools 

Paint 

Rubber Goods 

Valves 

Pumps 

Motors 

Fire Prevention Equipment 
Plumbing Supplies 





THESE PRODUCTS MAKE GOOD DISPLAYS 


Brushes 

Shovels 

Rope 

Abrasives 
Woodworking Equipment 
Trucks 

Safety Devices 
Bearing Bronze 
Oils and Greases 
Pipe Tools 
Scales 








(Continued from page 18) 
neat and show their ‘Store For 
Rent’ card.” 

Perhaps the most convincing 
tribute to the value of this form 
of sales promotion is that of 
“Pete” Boylan, sales manager, W. 
M. Pattison Supply Company, 
who says, “Since taking advan- 
tage of our unusual windows 
we believe permanent customers 
have come to us through their 
use. Through increased inter- 
est in window-trimming, you can 
make the dressing of a mill sup- 
ply window as interesting as one 
full of step-ins.” 


SALES HELPS RATED 

@ TWO of a series of product 

surveys, now being conducted 
by MILL SUPPLIES, reveal a 
marked similarity on the subject 
of sales helps considered by re- 
porting distributors to be most 
necessary in order to do a good 
selling job. 

On the subject of pumps, for 
instance, distributors ranked 
manufacturers’ sales helps in 
the following order of impor- 
tance: 

1. Missionary men working 

with our salesmen. 


2. Missionary men working 
alone. 

3. Sales meetings. 

4. Consumer advertising — 
direct mail. 

5. Consumer’ advertising — 
magazine. 


6. Envelope stuffers. 
In answer to the same ques- 


i) 
nN 


tion, “What type of sales helps 
do you consider necessary to do 
a good job on grinding wheels?,” 
distributors ranked the above 
six helps as follows: 

1. Missionary men _ working 
with distributors’ sales- 
men. 

2. Missionary men working 

alone. 

3. Envelope stuffers. 

4. Consumer advertising — 
direct mail. 

5. Consumer advertising — 
magazine. 

6. Sales meetings. 

It will be noticed that only on 

the question of the relative value 
of sales meetings and envelope 


stuffers do the two differ. It is 
true that the replies came from 
two different groups of distribu- 
tors but in each case their geo- 
graphical location was such as to 
give a broad, general picture. 


‘“‘WOW’”’ DAY BRINGS 
RESULTS 


@ THE WIRTHLIN-MANN 

COMPANY, Cincinnati, Ohio, 
has employed an unusual promo- 
tion stunt for the past 10 years 
with great success. 


Each year a date is selected 
and every effort is bent towards 
making the sales for that day the 
largest of the year. The promo- 
tion work and buildings start 
about three weeks in advance. 
Personalized letters from each 
salesman to his customers and 
envelope stuffers to the entire list 
constitute the principal sales pro- 
motion means employed. 


G. A. Mann, vice-president and 
sales manager, in discussing this 
scheme, says, “It is a most stimu- 
lating venture. It puts our entire 
organization on its toes during 
the days of the campaign and the 
amount of interest it arouses in 
our customers, large and small, 
is surprising. When anyone trys 
to tell us that there is no senti- 
ment in business, he gets a large 
horse laugh.” 

This year’s “Wow” Day will be 
October 4. (Turn to page 50) 





biggest day in the year.” 


on our list. 


appreciated. 





Thursday, October 4, 1934, is the day we are going to try to make “the 
Our idea is to try to get at least one order on that day from each customer 


Are you with us? If you could slip an order in the mail Wednesday eve- 
ning, October 3, or phone us an order sometime during the day, Thursday, the 
4th, it will be a wonderful help and the consideration would be greatly 


Anyway, we’re countin’ on you and hoping to hear from you sometime 
during the day, Thursday, October 4, we are, 


Most cordially yours, 


Monday, October 1, 1934. 


WOW DAY O’ 1934 
Thursday, October 4 








The above letter is a sample of the type used by Wirthlin-Mann salesmen in promoting 
“Wow” Day to each of their customers. 
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ALWAYS 
DEPENDABLE 


ENBERTHY INJECTORS, liquid level 

gages, and lubricating devices 
are universally used throughout 
industry because they have al- 
ways been dependable under the 
most severe service conditions. 


The dependability of Penberthy 
Products is an important reason 
for the steady and profitable 
flow of business to the supply 
houses that handle them. Pen- 
berthy Products are sold exclu- 
sively through the jobbing trade. 


PENBERTHY INJECTOR COMPANY 
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(A) Scalers at work on the canyon wall, 
clearing away loose rock which might 
otherwise fall on the dam builders who 
come into the valley later. 


(B) A net-work pattern of Goodrich Hose 
and safety ropes, on the canyon wall at 
Boulder Dam. 


(C) Jumbo drilling machine equipped 
with Goodrich Hose at Boulder Dam. 


—— = 
SET AEP Saw Peet 
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-++ Jne Job by One 
Hoodrich Distributor 


T MIGHT almost be said that Boulder ~ ae ~ 

Dam is being blasted out and poured 
through Goodrich Hose. Hercules Equip- 
ment and Rubber Company, Goodrich 
Distributor in San Francisco, has sold 
287,269 feet—54 miles—of Goodrich Hose 
for this one job alone. This hose includes 
air, water, steam, suction, cement place- 
ment, oxyacetylene and refrigeration hose 
—all made by Goodrich. 


Working conditions have been terrific— 
P. M. Paulsen, President of Hercules 120° in the spillways has been common. 
eeemaaind “ok Boyé Studio) | Yet Goodrich Hose has stood the gaff—in 

fact P. M. Paulsen, President of Hercules, 
says “With Goodrich products our adjustments are little or nothing. 
The Goodrich line is so complete and so well planned that our men 


can engineer the right product to fit any need of any customer.” 





In addition to the completeness of the Goodrich line, Goodrich Dis- 
tributors have other advantages—the sales-engineering assistance of the 
trained Goodrich field force; the aggressive nation-wide advertising 
behind Goodrich mechanical goods; and the constant research of the 
Goodrich technical staff, aimed to keep the distributor’s line complete, 
more salable, more profitable for him and for his customer. The B. F. 


P ° eae . “Over the top” with Goodrich Hose. The dependability 
Goodrich Company, Mechanical Rubber Goods Division, Akron, Ohio. of this bose bas made possiblean unequalled speed and 


accuracy of drilling, scaling, mixing, pouring in this 
gigantic world-famous construction job. 


5 yi 2 
' He | nO " 


\.HERCULES EQUIPMENT & RUBEIER CO. 


NEW SOURCES OF PROFIT 


Goodrich research is constantly adding new 
items to the distributor’s line—new products on 

me. ee masa ; which to make a profit. For example, Goodrich 
distributors have recently been offered . . . 

tre ? _ 

7 hei A, @ Improved moisture-resisting, mildew-resist- 

9 pe ing cotton fire hose jackets. 

Bs oa @ New pliable belt. 





Headquarters of the Hercules Equipment and Rubber Co. in San Francisco. e Two- in-one 4 ape, com bini ng ve bber and 
friction tape in one. 


@ Semiflexible rubber buckets and dippers. 


ALL IN RUBBER 
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S ARE SUPPORTING 


JMC PROGRAM 


In six weeks, approximately 100 manufacturers have sub- 
scribed more than $7,000.00 which gives the JMC pro- 
gram for the coming year a good start. Next month, 
facts concerning distributor subscribers will be given 
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SIX-POINT PROGRAM OF JMC'FOR 1934-1935 


Conduct at least 15 meet- 
ings with local purchasing 
agents’ groups throughout 
the country (in cities hav- 
ing distributor subscribers 
to the Joint Merchandising 
Committee) for the pur- 
pose of showing the JMC 
data on the economic value 
of distributors and how 
consumers can save money 
by further utilizing the dis- 
tributor’s services. 


. Continue a direct mail cam- 


paign to more thoroughly 
impress industrial buyers 
on the economies and ad- 
vantages of buying their 
tools, supply and general 
equipment requirements 
from distributors. This 
campaign will consist of a 
series of 10 four-page fold- 
ers to be sent by industrial 
distributors to their cus- 
tomers and prospects at the 
rate of one folder per 
month beginning in Sep- 
tember. 


- Present to all known 


groups of supply manufac- 
turers the JMC suggested 
sales policy to assist manu- 
facturers in eliminating all 
possible uneconomic prac- 
tices in their relations with 
distributors and users. 


4. Present to distributors and 


their salesmen a series of 
25 charts and data from 
the JMC survey of indus- 
trial distribution showing 
the economic value of their 
services and defining their 
responsibilities both to the 
manufacturers they repre- 
sent and their customers. 


. Continuance of research to 


develop additional facts 

that are necessary in fur- 

thering the above work. 

(a) Case studies showing 
the waste and loses 
involved when indus- 
trial plants attempt to 
carry excess stocks of 
their supply require- 
ments. 

(b) Data which will assist 
manufacturers in more 
effectively appraising 
the possibilities of in- 
creased market cover- 
age through distribut- 
ors. 


. Extend cooperation to vari- 


ous group-by-industry edu- 
cational movements which 
are directed to better edu- 
cate distributors’ salesmen 
on more efficient applica- 
tion and uses of the various 
products handled by dis- 
tributors. 
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@ SIX weeks ago a campaign 

was launched to mobilize 
further cooperation from sup- 
ply manufacturers to the Joint 
Merchandising Committee’s pro- 
gram of: 1. Fighting direct sell- 
ing competition, 2. Improving 
the economic welfare of mill 
supply distributors and 3. De- 
veloping more harmonious co- 
operation between distributors 
and manufacturers. 

In this short space of time, 81 
manufacturers have subscribed 
$6,500.00, which added to 13 un- 
expired subscriptions amounting 
to $500.00, makes $7,000.00 to 
start this year’s campaign to 
help distributors improve their 
economic position. ° 

From the favorable corre- 
spondence now being exchanged 
with many manufacturers—and 
there are a number of leading 
manufacturers yet to be heard 
from—there is every indication 
that at least 125 and possibly 
150 manufacturers will provide 
a fund of between $9,000.00 and 
$12,000.00 for the current year’s 
work. 

It is interesting and signifi- 
cant to compare the progress 
being made in the second enroll- 
ment with the first campaign 
made in 1930. During the first 
six months of 1930 there were 
42 manufacturers enrolled com- 
pared with the 81 during the 
first six weeks of this second 
campaign. 

The present drive for manu- 
facturers’ support is in line with 
the action taken at the last mill 
supply convention, when it was 
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You can’t find a man in the metal working 
industry who isn’t constantly having the 
story of MORSE Tools brought home to him. 


Among the men in the shop there’s a 
deeply rooted conviction that they get the 
best results with MORSE Tools. 


Amorg production executives there is the 
unquestioned testimony of tests and records 
which conclusively prove that MORSE Tools 
DO lower production costs. 





WESTERN 

MACHINERY | 

STEFIL WORLD 
\ 


-HE WANTS TO Buy MORSE TOOLS 


Month after month the consistent advertis- 
ing of MORSE Tools keeps pounding home 
the truth about the value which is to be found 
in MORSE Tools. MORSE Distributors 
everywhere are being helped in this way. 


IMI Ss E& 
TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD - - - MASS., U.S. A. 


New York Store: 92 Lafayette Street 
Chicago Store: 570 West Randolph Street 





THE MORSE LINE INCLUDES - HIGH SPEED and CARBON: CUTTERS - TAPS and DIES - REAMERS - DRILLS 
SCREW PLATES - ARBORS - CHUCKS - COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS - SLEEVES 
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Manufacturer Subscribers 


to JMC Program 


Allen Manufacturing Co. 
American Chain Company and 
Associate Companies 
American Pulley Company 
American Saw & Mfg. Co., 
American Swiss File & Tool 
Co., 
Armstrong-Blum Mfg. Co., 
Armstrong Mfg. Co. 
Appleton Car Mover Co., 
Atkins & Company, E. C. 
Bassick Company, The 
Behr-Manning Corporation, 
Belmont Packing Company, 
Black & Decker Mfg. Co., The 
Bond Foundry & Machine Co., 
Boston Woven Hose & Rubber 
Co., 
Campbell Co., Andrew C. 
Carborundum Company, The 
Chicago Screw Company, The 
Cling-Surface Company, 
Clipper Belt Lacer Company, 
Columbian Vise & Mfg. Co. 
Columbus Bolt Works, The 
Columbus McKinnon Chain 
Corp., (Chisholm - Moore 
Hoist Co.) 
Cook’s Sons Company, Adam 
Coupe Corporation, William 
Delta File Works, 
Delta Manufacturing Co., 
Desmond-Stephan Mfg. Co. 
Dick Company, Inc., R. & J. 
Disston & Sons, Inc., Henry 
Donnelley & Sons Co., R. R. 
Dodge Manufacturing Corp., 
Edgmont Mach. Co. 
Elkhart Rubber Works, 
Fairbanks Company, The 
Ferry Cap & Set Screw Co., 
Flexible Steel Lacing Co. 
Ford Chain & Block Co. 
General Refractories Co. 
Goodrich Rubber Co., B. F. 
Goodyear Tire & Rubber Co. 
Graton & Knight Company, 
Greenfield Tap & Die Corp., 
Hartford Machine Screw Co. 
Hazard Wire Rope Co. 
Hewitt Rubber Corporation, 
Hettrick Manufacturing Co. 
Holo-Krome Screw Corp., 
Hooven & Allison Co. 
Irwin Auger Bit Co. 
Jefferson Union Company, 
Jenkins Brothers, 


Johnson Belting Company, 
Johnson Bronze Company, 
Kennedy Valve Mfg. Co. 
Keystone Lubricating Co. 
Kinney Mfg. Co. 
Ladew Company, Edw. R. 
Lamson & Sessions Co., The 
Lunkenheimer Company, The 
Manhattan Rubber Mfg. Divi- 
sion, (of Raybestos - Man- 
hattan, Inc.) 
Mid-West Abrasive Co., 
Mill & Factory, 
Millers Falls Company, 
Mill Supplies, 
Minnesota Mining & Mfg. Co., 
National Tube Company, 
Neeley Nut & Bolt Company, 
New York Belting & Packing 
Co., 
Nicholson File Company, 
Ohlen-Bishop Company, The 
Osborn Manufacturing Co. 
Oster Manufacturing Co., The 
Parker-Kalon Corporation, 
Pittsburgh Screw & Bolt 
Corp., 
Plymouth Cordage Company, 
Porter, Inc., H. K. 
Positive Lock Washer Co. 
Pyrene Manufacturing Co., 
Quigley Company, Inc., 
Reading Pratt & Cady Co. 
Richmond Belt Dressing Co., 
Rockford Screw Products Co., 
Schieren Company, Charles A. 
Seovill Manufacturing Co., 
Skinner Company, M. B. 
Sparton Saw Works, 
Stanley Electric Tool Co., Inc., 
Templeton Kenley & Co., 
Thompson & Son Co., Henry C. 
U. S. Electrical Tool Co., 
Upson-Walton Company, The 
Van Dorn Electric Tool Co., 
Victor Balata & Textile Belt- 
ing Co., 
Victor Saw Works, Inc., 
Vincent Steel Process Co., 
Vortex Manufacturing Co., 
Walworth Company, 
Western Automatic Machine 
Screw Co., 
Williams & Co., J. H. 
Wood’s Sons Company, T. B. 
Wright Manufacturing Co., 
Yale & Towne Mfg. Co., The 


Youngstown Sheet & Tube Co. 













unanimously decreed that the 
work of the Joint Merchandising 
Committee was of vital im- 
portance and should be contin- 
ued. 

During the last four years 
this Committee has been dili- 
gently compiling information, 
developing certain important ac- 
tivities, and in general, building 
the foundation required for 
making substantial progress 
towards improving the economic 
position of the mill supply dis- 
tributing industry. 

A very definite program of ac- 
tivities has been outlined for 
this year. It was submitted to 
a great many members of the 
industry and endorsed as being 
of real value to the individual 
members cooperating, as well as 
to the industry as a whole. 

After the recent convention, a 
new Executive Committee was 
organized to manage the Joint 
Merchandising Committee for 
the coming year. The officers 
are: Alvin M. Smith, chairman, 
David C. Jones, vice-chairman, 
Frank M. Archer, H. H. Kuhn, 
George A. Fernley and R. Ken- 
nedy Hanson. 

The executive secretary, Wil- 
liam E. Cain, was retained and 
the offices were moved from 
Pittsburgh to Richmond, Vir- 
ginia, so that the chairman and 
secretary would be able to work 
more closely together. 

The direct-mail campaign 
which was started last spring 
is being resumed. A series of 
six folders is being produced 
and distributors will cooperate 
in sending these folders to the 
important buyers in their re- 
spective territories. 

A number of meetings with 
local purchasing agent groups 
are being developed. At the 
present time, meetings are 
scheduled in Providence, Rhode 
Island, October 8, and in Spring- 
field, Massachusetts, October 11. 
A number of other meetings are 
tentatively scheduled for the 
next 60 days. 

Now that the manufacturers 
have come forward with such 
generous support, distributors 
have more reason than ever for 
subscribing, because for every 
dollar they (Turn to page 60) 
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A Section of the Testing Laboratory at the Thor Plant 


Thor merchandising, since 1893, has centered about the idea 
of mechanical exactness in the manufacture of its portable 
power tools. Today, more than ever, Thor Electric Tool Dis- 
tributors are finding a more active market receptive to this 
type of sales promotion. 


The unusually exact methods that Thor Engineers employ in 
their testing laboratory is the first step in the business of 


pleasing the customers of Thor Distributors and in the drive 


for new and more sales. 


INDEPENDENT PNEUMATIC TOOL CO. 


600 WEST JACKSON BOULEVARD 
NEW YORK CHICAGO SAN FRANCISCO 
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THE TREND OF SUPPLY SALES 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR AUGUST, 1934 
100 = Average Monthly Sales, 1923—1925 


1933—Broken Black Line 


1934—Solid Black Line 


Sales Indicator reverses trend. 
South leads increase to 65.3 


@ AFTER two months in which sales were less 

than the previous month, and in the face of an 
estimated decrease based on sales for the first 15 
days of the month, the Sales Indicator for August 
reads 65.3 as compared with 62.1 in July. 

Credit for this pickup belongs almost entirely to 
distributors in the Southern States, where sales 
jumped from 70.5% of normal in July to 90.6% of 
normal in August. Some distributors in this group 
enjoyed a volume as large as 200% of their aver- 
age monthly sales for the 1923—1925 period. 
Another district in which sales were better than 
expected was the Middle West, where the Indi- 
cator for August is exactly equal to that for July. 

Decreases were experienced in the North Atlan- 
tic States and on the Pacific Coast, where the 
strike situation continued to take its toll. 


30 


The outlook for September sales, based on the 
first half of the month, is for a slight decrease as 
compared with August. This decrease is expected 
in all sections except the Pacific Coast, where dis- 
tributors should be getting some of their lost vol- 
ume back. The September Indicator will, of course, 
tell the story of the textile strike in New England 
and the South. 


The unexpected increase in August keeps the 
1934 curve well above that for 1933 and points to a 
year in which the average distributor will make a 
profit. To be sure, in many cases it will be small, 
but it will be a profit, nevertheless. Despite the 
wailing and gnashing of teeth about the NRA, it 
appears that a profit with an average volume only 
about 60% of normal could only be due to price 
stabilization brought about by the Recovery Act. 
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OHIO WINS—33105! 


G.T.M. SPECIFIED 


GOODYEAR 


COMPASS CORD ENDLESS OIL WELL BELT 


LENGTH 106 







G.T. M.-specified belt 
scores for oil company 
with long “run” 


INSTALLED ON L.T. PATE NO.6 WELL 
OHIO Olt COMPANY 
SMACKOVER, ARK 


What a sales story! 33 months’ con- 
tinuous service — against 5 months 
for competitive belt 








HE dollar-and-cents wisdom of buying belts cor- 
T rectly designed for, and accurately fitted to 
your particular set-up, is strikingly illustrated by the 
experience of the Ohio Oil Company, of Findlay, O. 


Back in 1931, the belt on the pump of its L. T. Pate 
No.6 Well in the Smackover Field, Arkansas, had 
broken five times in less than five months’ service, 
and had been cut seven times to take up stretch. 


Things couldn’t go on like that! Breakdowns and 
delays cost too much money. So the G.T.M.— 
Goodyear Technical Man —was called in. 


SAYS “COMPASS” 


This practical expert made his usual careful study 
of operating conditions. Analyzed load fluctuations, 
and finally recommended a double-deck construc- 
tion Goodyear Compass Cord Endless Belt, 106’ 3” 
long by 14”’ wide. 


This belt was installed on December 19, 1931, and 
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Still going strong after 33 months’ continuous service 


has been running continuously 24 hours a day ever 
since, except for an occasional shut-down of an 
hour or two due to causes other than belt trouble. 


Today this belt is still delivering the goods after 33 
months’ trouble-free service— more than six times 
longer service than the previous belt, to say nothing 
of the saving in replacement costs! 


Evidence like this enables Goodyear Mechanical 
Rubber Goods Distributors and their salesmen to 
get down to brass tacks with tough customers — 
and land orders! If you are not a Goodyear Distrib- 
utor, why not see if there is an opportunity for you 
to become one? Write Goodyear, Akron, Ohio, or 
Los Angeles, California. 


BELTS - MOLDED GOODS 


HOSE +» PACKING 


MADE BY THE MAKERS OF GOODYEAR TIRES 
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TERRITORIAL SALES INDICATORS 
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NORTH ATLANTIC STATES 


As was the case in 1933, sales for August in this section were slightly less 
than those for July, the Sales Indicator dropping from 60.7 in July to 56.0 in 
August. The outlook for September is for a further drop which is only nat- 
ural in view of the textile strike. 


SOUTHERN STATES 


Unexpected, but nevertheless welcome, the volume of August sales among 
distributors in the Southern States jumped the Southern Sales Indicator from 
70.5 in July to 90.6. This, of course, is the high point reached since the Sales 
Indicator was started. The textile strike will cut this down for September in 
the opinion of reporting distributors. 


MIDDLE WESTERN STATES 


The steadiest curve of all, the Sales Indicator for the Middle Western States 
reads exactly the same for August as it did for July, 58.1. A decrease of from 
5% to 10% in September is looked for by most reporting distributors. A few 
expect slight increases. 


WESTERN STATES 


Again the scarcity of reports from this territory prevents the calculation of 
a ee Large fluctuations based on scanty reports can do little but 
mislead. 


PACIFIC COAST STATES 


The longshoremen’s strike continues to take its toll, August sales of report- 
ing distributors pushing the Pacific Coast Indicator from 56.1 in July to 41.9 in 
August. September sales, it is expected, will be considerably better with most 
distributors. 


UA TT 
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STRONG SUPPORT 


or Your Pitching... 





Jenkins ‘teamwork’ backs you up...helps bring home valve orders 


HEN you go “on the mound” 
\ \ to fight for valve orders you 
have a wide-awake, capable Jenkins 
team right in the game with you. It’s 
a team that never “muffs” an oppor- 
tunity to help you bring home a vic- 
tory. It backs you up with a brand 
of support that is hard to beat. 


Extensive Advertising 
“goes to bat” for you 
Every month...in 24 leading publica- 
tions... Jenkins advertising “goes to 
bat” for you with valve buyers. Even 
in “the pinches” of the last few years 


this advertising has not failed you. It 
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has stayed in the game to make your 
job easier...to make your work count. 
Jenkins also advertises in many other 
papers and directories used by valve 


buyers. 


Powerful Selling-Helps 

“pull in” orders you want 
A few months ago 
Jenkins equipped 
distributors’ sales- 
men with unique 
cut-outs which 
helped them to 
“pull in” many new 
customers for [ron . 
Body Gate Valves. When it became 
lawful to make beer Jenkins provided 
a special Valve Buying Guide for 
breweries which helped salesmen pick 


up a lot of orders. These are exam- 





ples of the usable, effective Jenkins 
selling-helps which you can be sure 


of getting from time to time. 
g g 


An Exceptional Catalog 
takes your place between calls 


During the depression 
Jenkins spent the time 
and money to pro- 
duce a combination 
Valve Catalog and 
Manual which is far 


superior toan ordinary 





Catalog. It was sent 
out to 65,000 valve buyers who use 
it because of its helpfulness. It sells 
for you when you can’t be on hand. 


With Such Support—You’ll Win! 


JENKINS BROS., 80 White Street., New York, N.Y.; 
510 Main St., Bridgeport, Conn.; §24 Atlantic Avenue, 
Boston, Mass.; 133 No. Seventh St., Philadelphia, Pa.; 
822 Washington Boulevard, Chicago, Ill; JENKINS 
BROS., Limited, Montreal, Canada; London, England 


Jenkins Valves 


BRONZE — IRON — STEEL 


SINCE 1864 
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KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 
MM nm 


CHICAGO DISTRIBUTOR DIES 


e A. L. WALLACE, a partner 

in the ownership of William 
Wallace and Sons, Chicago dis- 
tributor, died July 10, at the age 
of 46. 

“Al” Wallace joined the com- 
pany his father founded when 
he returned from military serv- 
ice in 1921. 


BURHANS AND BLACK 
WHOLESALERS ONLY 


@ AT a special meeting of the 

Board of Directors, August 
9, 1934, it was unanimously 
voted that the retail department 
of Burhans and Black, Incorpor- 
ated, Syracuse, New York, be 
discontinued and that its entire 








Three scenes snapped at the an- 
nual picnic of the Great Lakes 
Supply Company, Chicago. Over 
300 guests and employes enjoyed 
a baseball game between the 
office force and the operating de- 


partment and numerous 
contests for grownups and 
youngsters. Above, a look of 
unholy glee lights the face of 
Edward G. “Happy” Zehme, sales- 
man, on the occasion of the scor- 
ing of the office forces’ twenty- 
eighth run. The strain of this 
“pitcher’s battle” shows clearly 
on “Happy’s” countenance. At 


other 


retail stock of merchandise be 
offered first to hardware dealers 
and the remainder of such stock 
be offered to the public. 


When the entire retail stock is 
sold the company will confine its 
efforts entirely to wholesaling 
strictly in accordance with the 
wholesale codes. 


VAN DENBERG INCREASES 
FORCE 


@ HARRY S. VAN DENBERG, 

president, Van Denberg Sup- 
ply Company, Rockford, Illinois, 
reports the addition to his com- 
pany’s sales force of John Ken- 
nedy, a plumbing and heating 
salesman and the inauguration 
of an oil station supply depart- 
ment in charge of C. W. Jack- 
son. 


PLUMBING AND HEATING 
DEPARTMENT OPENED 


@e A PLUMBING and heating 

department, headed by 
Charles G. Cowan, is a new addi- 
tion to the organization of the 
Columbus Iron Works Company, 
Columbus, Georgia. The com- 
pany will be the distributor for 
the Crane Company in this terri- 
tory. 











BUHL ADDS SALESMAN 


e THOMAS F. CLANCY has 

joined the sales organization 
of Buhl Sons Company, Detroit, 
Michigan, according to W. P. 
“Bill” Bridges, manager of the 
mill supply department. 


RIECHMAN-CROSBY 
INSTALLS COMMUNICATING 


SYSTEM 
@ THE Riechman-Crosby Com- 
pany, Memphis, Tennessee, 


has ifistalled an inexpensive, la- 
bor-saving apparatus. A loud 
speaker system connecting the 
office with the three floors and 
warehouse makes communication 
in all parts of the building sim- 
ple and rapid. 


NEW OFFICE EMPLOYE FOR 
HORTON 


e G. WLADIS has been added 

to the office force of the Hor- 
ton Machine Works, Incorpor- 
ated, Elmira, New York, accord- 
ing to Jr. R. Horton, president. 








the left, “Bill” Ritzenthaler, 
sales manager, Carl Channon, 
vice-president and general man- 
ager, and Roy Nelson, assistant 
treasurer, make a conscientious 
effort to assume the dignity re- 
quired of important “execs.” It 
is rumored that it took Carl three 
days to get over the stiffness 
brought on by catching one in- 
ning. Above is Walter Lovell, 
superintendent, and chief of the 
operating crew. His bunch of 
tug-of-war huskies pulled the 
pen-pushers almost into the lake 
before they could be stopped. 
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ERVICE 


Co-operation 


WORLD’S LARGEST PLANT 


devoted exclusively to 


@ Specialization in any field always means 
superiority. And the Hewitt line of rub- 
ber goods built exclusively for Industry 
bears out the truth of this statement. The 
advantages to you and your customers 
of Hewitt specialization extend all the 
way from the building of the product 
itself, its installation and the 
endurance record it produces. 
Hewitt specialization means a 
more skillful preparation of raw 


HEV 








industrial rubber goods 


materials... a better balancing of struc- 
tural elements . . .a more accurate adap- 
tation of product to job. Yes, plus an 
easier and closer co-operation between 
customer, distributor and manufacturer. 
Why. not “team up” with the world’s 
largest exclusive maker of industrial rub- 
ber ? If you want full intorma- 
tion, we'll be glad to explain 
in person. Hewitt Rubber Cor- 
poration, Buffalo, New York. 
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NATIONAL 


= Dynamic Action — 


CUTTING TOOLS 





NATIONAL] | 


mT WIST DRILL gg ff 


NATIONAL 
Drill and Countersink Combined 








ACCURATE 

STURDY 

GROUND BODY 
GROUND RELIEF 

ALL SIZES IN STOCK 


HIGH SPEED AND 
CARBON STEEL 





In handy Wood Box in Sets 


A Complete Line of 


TWIST DRILLS, REAMERS, HOBS, MILLING CUTTERS, 
SPECIAL TOOLS 





NATIONAL TWIST DRILL & TOOL CO. 


DETROIT, U. S. A. 


Tap and Die Division 


WINTER BROS. CO., WRENTHAM, MASS. 





| a profitable year for his own 


| “has been a good month and 


' care of improved business.” 











CONDITIONS BETTER 
SAYS HARRY LEU 
e HARRY P. LEU, president 

of the company bearing his 
name in Orlando, Florida, re- 
ports with considerable enthusi- 
asm, not only on the outlook for 








HARRY P. LEU 


business, but, based on a 10,000- 
mile motor trip, on the outlook 
for good business throughout 
the country. “August,” he says, 


while I haven’t made definite 
comparisons, I know it to be 
much better than the same 
month in the past two years.” 
In expanding upon his ob- 
servations in other parts of the 
country, Mr. Leu says, “If they 
could only get the labor situa- 
tion cleared up I believe that the 
country could make some real 
progress toward getting back 
into our old stride. I was on the 
West Coast during the height 
of their labor trouble and saw 
how it paralyzed San Francisco. 
However, in spite of all that, I 
found from. several contacts 
there that business conditions 
were not as bad as they might 
have been. One factory, in par- 
ticular, told me that they were 
having to call back some of their 
force from vacations to take 


On the other side of the fence, 
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The most durable and highly developed 
malleable chain. The Griplock joint 
increases its strength and working life. 


REX GRIPLOCK 


Accuracy, uniformity, high 
tensile strength and a high 
degree of finish make this an 
outstanding high speed drive 


chain. Single and multiple REX ROLLER 


strands. 


REX DETACHABLE 


Above: An inexpensive gen- 
eral service chain for elevator, 
conveyor and transmission 
service at medium speed. 























REX CHABELCO 


A highly developed steel chain 
with Rex Press Fit construc- 
tion. For high speed drives 
and conveyors. 















REX UNICAST 


This one-piece roller chain— 
with the roller cast in place 
effectively solves the problem 
of eccentric loads on double 
strand conveyors. 
















REX DUROBAR 
The added metal on the barrel 
of the block link makes this a 
longer lasting combination 
chain—especially when cast 
in Z-Metal. 




























REX CHAINS 


Chain Belt Company makes a complete 
line of standard chains in malleable, 
Z-Metal, Steel and Combination for 


tically all drives and conveyors. 
REX SNAKE ee 

Also Sprockets, Take-Ups, Set Collars, 
A conveyor chain that flexes in any Suchete, Belt Idlers. 


direction on a short arc. Especially 
useful in remodeling, as it is adaptable CHAIN BELT COMPANY 
to changed layouts. 1626 W. Bruce St., Milwaukee, Wisconsin 


a UT Nome 


COMPANY 
CHAIN &. BELT CONVEYING 
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Richard Barr, manager of the indus- 


| trial sales activities of Reilly Broth- 
ers and Raub, Lancaster Pennsyl- 


vania. 


IN 
_ Mr. Leu reports, “Of course, I 
YALE CHAIN HOISTS will have to admit that I ran 
_ into a good many places in the 
central west where they did not 





OUR salesmen are confronted seem to be enjoying as prosper- 
on all sides with opportunities for poe Hh as they had expected 


real money-earning sales if they 


capitalize on the reputation of the RIECHMAN.CROSBY VICE. 
name YALE and concentrate their PRESIDENT HEADS 


sales efforts on this distinguished line | COMMITTEE 


of materials handling equipment. | @ W.R. HERSTEIN, one of the 
; a vice-presidents of the Riech- 
In every instance where industry is | man-Crosby Company, Memphis, 
laboring with hoisting problems, you | Tennessee, was made chairman 
have the most efficient and depend- _ of the local Chamber of Com- 
able solution in Yale Chain Hoists. | gag committee on Better Hous- 
_ Mr. Herstein plans a commun- 
_ ity campaign in connection with 
| the National Housing Act under 
| the direction of the Federal 
Housing Administration. 











All industry has need of such equip- 
ment for the swift, safe handling of 
materials and industry recognizes the 
name YALE as a symbol of power 
and strength. 











KREIG JOINS BUFORD 
| @ B. C. “CLEM” KREIG, for- 
| merly connected with the 
| Keith-Simmons Company, Nash- 
| ville, Tennessee, has joined the 
| sales force of Buford Brothers, 
Incorporated, in the same city, 
according to Lloyd Smith, gen- 
| eral manager of the latter or- 


YALE Ball Bearing 

Spur Geared Chain 

Hoist. 4 ton to 40 
tons capacity. 


Yale Chain Hoists are made in capac- 
ities from '/, ton to 40 tons. With 
such a complete line you are amply 
equipped to do a real selling job and 
Yale has plenty of facts and applica- 
tion material to help you. 














ee Geared Cash in on your opportunities—sell 
ain Hoist. 





¥ ton te Stems industry Yale Chain Hoists to solve | ganization. 
ery oe. YALE Differeaist . DUPONT LINE FOR LEWIS 
Chines, = @ THE CHARLES C. LEWIS 
VY ALE coucty." = COMPANY, Springfield, 


| Massachusetts, has taken on the 
| wholesale distribution of the Du- 
THE YALE & TOWNE MFG. CO. pont line of paints—Dulux and 

Philadelphia Division — Philadelphia, Pa., U.S. A. Duco—in western Massachu- 
setts and Vermont. 
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BYES, AND WE GREATLY NEED 
THAT KIND OF COOPERATION 





Republic’s Policy safeguards the business of our distrib- 
utors and provides them with the greatest inducements 
to forge ahead. It affords them a complete line of high 
grade mechanical rubber products, protects them against 
competition from their source of 4 TheRepublic 
supply and, by active sales and ad- x: oaieiins 
vertising assistance, renders the  pnaliiehiaemuiieae 
stron g est ai d to th eir eff orts. Ser oll anole or oman 


3 A price basis inducing and making pos- 
R, sible aggressive competition with rea- 
ne adi Pee - a sonable profit return. 








| Aline of rubber items sufficiently com- 
| plete to permit effectively supplying 
| the requirements of the trade solicited. 











vail FEE een ee ee Freedom from competition from his 
ra source of supply, either direct of in- 
direct, among the trade covered by his 

TH t EP day to day solicitation. 

8 5 Selling helps of reasonable amounts so’ | 
that his sales force may be given the 
MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT advantage of specialized training and | 

a knowledge of the product a 


YOUNGSTOWN, OHIO * 
LEADERSHIP IN POLICY, PRODUCT AND PERFORMANCE 
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This Tess agews Mddsessed lo Lunkenheimes 
Dishubulorss and Shes Salesmen. 


Sell Lunkenheimer 


Valve Economy 


epewse BR ag 





LUNKENHEIMER 
IRON BODY GATE VALVES 


Embody the essential requirements to in- 
sure the kind of service your customers 
demand. 

The last word in design and construc- 
tion. Recommend them for long lasting 
performance and economical usefulness. 


MPRESS upon your custom- 
ers that leaky valves are 
costing real money and they 
will be quicker to see the econ- 
omy in using good valves. 


The Lunkenheimer “Cost of 
Leakage’’ Chart graphically 
illustrates the possible losses 
from valve leaks. Place a copy 
of the chart with each of your 
customers; it tells a story that 
should interest every valve user. 
(If you need a supply of charts, 
they are available upon re- 
quest. ) 


Suggest a plant check-up, 
and if it shows unsatisfactory 
valve performance, your cus- 
tomer needs valves that stay 
tight in service; that give a full 
measure of service with mini- 
mum attention and expenditure 
for repairs and replacements. 


In short, he needs Lunken- 
heimer Valves, with your stock 
near at hand to draw from, and 
the prompt and efficient service 
you are equipped to provide. 


HE LUNKENHEIMER &O 


—= "QUALITY = 


CINCINNATI, OHIO. U. S. A. 
NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT 
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318-322 HUDSON ST. NEW YORK 


SELL QUALITY - SELL LUNKENHEIMER 








Two scenes taken in one of the bustling 
specialty houses of Aberdeen, Washing- 
ton, the Mill and Logging Supply Com- 
pany. Above is a view of the interior 
of its store and office. At the left is 
William Yuskof, belt plant superin- 
tendent, who has been with the com- 
pany for 17 years. At the right is 
J. C. Keaton, salesman. Below Mr. 
Yuskof is seen at work in the belt re- 
pair department. The shop, equipped 


| with a large hydraulic belt press, is 
able to service the large belts used by 
the lumber mills in this district. 








SEITHER AND ELLIS ADDS 
LINES 
@® DURING the last year, 
Seither and Ellis, Incorpor- 
ated, Newark, New Jersey, has 
added the following lines: Nich- 
olson files, Johnson bearing 
bronze, American pulleys and 
hand trucks and Schwenck 
safety devices. 
One salesman and two clerks 
have been added to the force to 
take care of increased volume. 


PULVER INCREASES FORCE 
e THE PULVER MACHIN- 

ISTS TOOL COMPANY, Chi- 
cago, has augmented its sales 
force by the addition of two men 
and employed a new girl in the 
office to handle an increased vol- 
ume of business. 


MILL SUPPLIES 

















“Disston Files have ~ ee te ee ee 
proved the value of 
QUALITY files.” 


4 es. 
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; From the Home of WLW B Tower 

z » y RE t 
{ At the left is quoted the file experience of a world \ high.The 
leading manufacturer, The Crosley Radio Cor- Crosley 
poration of Cincinnati. E. Zottleder, Assistant é a “4 ° 
; Purchasing Agent, adds, ‘‘We depend on the Fo nny ay +i 

a j durability, excellent cutting edge and uniformity 





World's largest 
and most pow- 
erful radio station. 


~-DISSTON _ 


FILES for FREE to you... 


Any one or all of these 
ECONOMY —piccioNt 


of Disston Files to give a longer life... We find that sp. aR ER 
by using Disston Files we makean economical purchase.”’ ~ 




















In making Disston Saws, we must make and use 
millions of files—with economy! Disston Files, 


CUTTING 





oe MANUALS 
for whatever industry or use— yours or ours, have ea ors, 
put into them the steel, heat treatment, cut of 
tooth, hardening and finish to assure fast and true To: 


cutting long after files ordinarily are useless. 


METAL-CUTTING BAND SAWS ... Disston steel and heat-treating 
methods produce a metal-cutting band with hardness alike in each tooth. 


HACK SAW BLADES... . Disston heat treatment means uniform 
structure that gives more work per blade; more cutting per hour. 


CARBOLOY-FITTED SAWS. .. Supplied by Disston alone. For cut- 


ting aluminum, copper, brass, asbestos, cardboard, fibre and all materials 
of an abrasive nature, 


METAL-SLITTING SAWS .. . Made of Disston High-Speed Steel 


HENRY DISSTON 
& SONS, Inc. 


1023 Tacony, 
Philadelphia, U.S.A. 


You may send 
the manuals on 
metal - cutting 
tools, checked be- 
low, marked for 
attention of 


undersigned. 
carefully heat-treated, accurately hollow-ground and finished, assuring 
utmost accuracy. Inserted-Tooth Disston 
Metal-Cutting Saws Carboloy Products 
J 
Henry Disston & Sons, Ine. [_] pissron rites —_[__] mack saws 


1023 TACONY, PHILADELPHIA, U.S. A. 


Disston Metal-Cutting ia Solid-Tooth Circular 
Canadian Factory: TORONTO 


Band Saws Metal-Cutting Saws 





FL SRE i ROLES AO et 
Branches : 


eeausra ° 
BANGOR, ME., BOSTON, CHICAGO, DETROIT, MEMPHIS, NEW ORLEANS, Firm Name 
SEATTLE, PORTLAND, ORE., SAN FRANCISCO, VANCOUVER, 8B. C. 
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MILWAUKEE INDUSTRIAL BRUSHES 





BRUSHES AND BROOMS 


BRISTLE, WIRE AND FIBRE 


HAND AND POWER 


It's ae Like This That 
Counts Most in the 


Long Run 


“MONOBILT”’ WIRE 
eee Eg SH 


INTER- 


CHANGEABLE 
CENTERS 





“DI-BILT” 
WIRE WHEEL 


CENTER 


“DURABILT” 
TAMPICO 
WHEEL BRUSH 








MILWAUKEE CURVED BACK 
SOLID BLOCK WIRE BRUSH 






oN 
aeetts$ a MAG: a 


Aster all, it's the 
steady, day to day business on regular 
stock lines, selling to all types of indus- 
trial plants, that keeps most distributors 
on the right side of the ledger. 


Every plant uses brushes. Some use a 
great variety. No matter how good 
brushes are, they wear out—and that 
means replacement business. Hence the 
distributor who carries a good quality 
line, sufficiently broad to cover all of his 
customer's requirements, knows he has 
something on which he can rely for con- 
sistent income. 


Milwaukee Industrial Brushes are good 
because of our concentration of manu- 
facturing activity on this one line. We 
make every type of industrial brush for 
which your customers could possibly 
have need—or can make them quickly 
to specifications. With a minimum stock 


Line. Let us tell you more about it. 





GENERAL PURPOSE SWEEPING BRUSH 





REMEMBER 





, 








MEANS 
BRUSH EXCELLENCE 





The MILWAUKEE BRUSH FMANUFACTURING CO. 


2212-2236 North 30th Street 


MILWAUKEE, WISCONSIN 


QUALITY INDUSTRIAL BRUSHES AND BROOMS FOR ALL 
PRODUCTION AND MAINTENANCE REQUIREMENTS 





| sales force. 
_ clusively on mill supply sales. 
investment, you can do a mighty com- | 
fortable business with the Milwaukee | 


he 
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CHANDLER-BOYD APPOINT- 
ED VALDURA DISTRIBUTOR 


@ AN announcement has been 
made of the appointment of 
the Chandler-Boyd Supply Com- 
pany of Pittsburgh, Pennsyl- 
vania, as distributor for Valdura 
paints in the Pittsburgh district 
by the American Asphalt Paint 
Company, Chicago, Illinois. 

The Chandler-Boyd Supply 
Company has been in the supply 
business for 24 years during 
which time this company has cov- 
ered a territory of 75 miles radius 
around Pittsburgh, traveling 12 
men in the district regularly. 

Valdura products offered to 
Chandler-Boyd trade are Valdura 
asphalt paint, Valdura asphalt 
aluminum paint, Valdura enamel- 
ized paint, Valdura decorative 
enamels, Asgum roof protection, 
and other special industrial paint 
products of the American As- 
phalt Paint Company. 


RIEPEL APPOINTED BY 
ALEXANDER GRANT’S SONS 
@e M. RIEPEL became the man- 

ager of the mill supply de- 
partment of Alexander Grant’s 
Sons, Syracuse, New York, on 
July 1, succeeding Martin Kelly. 
Mr. Riepel has announced the 
addition of J. M. Sessler to the 
He will work ex- 





ba 


Henry M. Bail, Charles Bond Company, 
Philadelphia, snapped by our photog- 


| rapher after he had parked his car 


in Easton, Pennsylvania. 


MILL SUPPLIES 
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ESTABLISHED DEMAND © 
IN ALL INDUSTRIES 


MEANS FASTER, EASIER SALES FOR MILL 
SUPPLY HOUSES HANDLING 


poo 9 on" kip Des 


In literally thousands of industrial plants 
today you'll find Dayton Cog-Belt Drives 
in power transmission service... from 
fractional to 1,000 h.p. And their per- 
formance is so outstanding that their use 
is rapidly growing. In addition, leading 
manufacturers of all types of machinery 
and appliances use Dayton Drives as 
standard equipment on their products... 
such as machine tools, compressors, fans, 
blowers, pumps, and similar lines. 

And this established demand in every 
section and in all industries, both for new 
drives and Dayton V-Belts for replace- 
ment, offers a money- 
making opportunity 
without parallel in 
the power transmis- 
sion field. It means 
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more sales, faster sales, easier sales. 

Furthermore, intensive advertising in 
leading trade magazines keeps on selling 
the advantages of Dayton Cog-Belt Drives 
. .. paving the way for your salesmen and 
leading to more and bigger orders. 

And with a Drive for every purpose, 
every industrial concern is a prospect. 
There’s the Dayton Cog-Belt Drive for 
power transmission demands up to 1,000 
h.p.... with Dayton Cog-Belts “built to 
bend,” which permit closer coupling, 
save floor space, give more power, reduce 
production costs. Day-Steel Pulleys with 


Dayton Cog-Belts for Drives up to 7 12 h.p. 
with 1 to 6 grooves, are 30% to 50% 
lower in price. And Fractional Horsepower 
Drives with Dayton V-Belts, are COM- 
PLETELY STANDARDIZED for any 
speed ratio and any center distance. 
Climaxing all these advantages are 
complete jobber stocks in 40 industrial 
centers. No need to carry large in- 
ventories, for you can get quick deliveries 
at any time. There’s much more to tell 
about the Dayton Cog-Belt Drive propo- 
sition. A request from you will bring all 
facts... quickly, and without obligation. 


THE DAYTON RUBBER MANUFACTURING COMPANY, DAYTON, OHIO 


The World’s Largest Manufacturers of V-Belts... Manufacturers also of Dayton Fan Belts, 
Dayton Red Tube Radiator Hose, and the famous Dayton Thorobred Tires and Tubes 


Yayitom 








Easier to Sell— 
Bigger Profits 


Distributors can make more profit selling Fair- 
banks Renewable Gate Valves because it requires 
less time to make a sale due to their many advan- 
tages. 
















When the seats of a Fairbanks Renewable Gate 
Valve become worn, they can be renewed in less 
than five minutes by one man without removing 
the valve from the line; while a non-renewable 
valve usually must be scrapped 
when the seats are worn, as it is 
almost imvossible to reface or 
renew the seats. 


Therefore, one or two renewals of 
a Fairbanks Valve will save enough 
money over the cost of buying a new 
valve to pay for itself. 


FAIRBANKS 


Renewable Gate Valves 


When this valve is closed, the bronze seat rings engage with the accurately- 
finished bronze facings of the double taper wedge, insuring tight joints and 
permitting pressure to be applied at either end. 


The gate or plug will not warp. Stuffing box 
can be packed under pressure while wide open. 


abuse. 


Write for Catalog and our special proposition 
to distributors or mail the coupon. 


THE FAIRBANKS COMPANY 


Manufacturers of Valves, Trucks and Wheelbarrows 


393 Lafayette St., New York, N. Y. 


Boston, Pittsburgh — Distributors in Principal Cities 


: 


The Fairbanks Co. 





y 4 
6 393 Lafayette St., New York, N. Y. a 
& Without obligation on our part, kindly send a copy of : 
‘ your catalog No. 20 and your special proposition to dis- . 
' tributors. 

4 3 
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a ' 
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i] 


ewe ars petéeceeeiaee Ee ey 
saaeeesscessseseesesseseseessssannl 








| 


| 


| 





John Klein, salesman for Reilly 
Brothers and Raub, Lancaster, Penn- 
sylvania, is seen here talking to 
Bruce Baggs, treasurer, Mac-It Parts 
Company of the same city. 





ZIMMERMAN REPLACES 
HEATH 


e A. M. ZIMMERMAN, for 
many years with George B. 
Carpenter and Company, Chi- 
cago, has replaced L. G. Heath as 
manager of the sales promotion 
department of the Great Lakes 
Supply Company, Chicago. 

Mr. Heath left Great Lakes to 
go with the Victor Balata and 
Textile Belting Company. He 
will operate out of the Chicago 
office. 


BALDWIN-HALL DISTRIB- 
UTES TWO NEW LINES 
e BALDWIN-HALL COM- 
PANY, Incorporated, Syra- 
cuse, New York, is now handling 


the line of cored and solid Uni- 


Strong body hexes prevent damage from wrench | 





versal bronze bars manufac- 
tured by the Johnson Bronze 
Company and electric tools man- 
ufactured by the . Black and 
Decker Manufacturing Com- 
pany. 


CHANDLER-BOYD HANDLES 
NEW LINES 
e THE CHANDLER - BOYD 
SUPPLY COMPANY, Pitts- 
burgh, Pennsylvania, has taken 
on the distribution of Valdura 
paints, manufactured by the 
American Asphalt Paint Com- 
pany, and grinding wheels and 
abrasive products made by the 
Bay State Abrasive Products 
Company. 


MILL SUPPLIES 
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See What This Blade Can Do! 


Bs  § Bend a LENOX HIGH SPEED BLADE nearly 
Bey double—it won't snap! Twist it completely around 
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—it won’t break! The ends won’t pull out. This 
toughness, plus its uneacelled performance and 
uniformity make users pridefully say, “Here's 
what we've been looking for—a blade that can 
: ares 
take it’! 
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Write us for prices on Lenox High Speed Blades 
—test them any way you wish—you'll find them 
sure-fire prestige builders and profit makers for 
your business. 
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AMERICAN SAW & MFG. COMPANY 
Springfield, Mass., U. S. A. 
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Ten Donnelley-built catalogs during the past seventeen years have 
produced results for the House of McDonald, which have prompted the 
issuing of their new industrial supplies Catalog M-34. 


More Distributors Are Ordering 
DONNELLEY CATALOGS 


® From New York to California, distributors have placed 
nearly three times as many orders for new Donnelley catalogs 
this season as were placed last year. A decided majority are 
repeat orders. 


® With selling activity increasing, can you afford to let buyers 
judge your house by your present catalog? Consider the profit- 
able mail and phone orders to be secured by furnishing a new 
catalog in which the buyers can shop. 

® Your catalog is the only salesman for your house that can 
remain constantly with the buyers. 

© Why not learn of the experiences of other distributors with 
selling problems like your own? More than 1000 repeat orders 
have been placed by them for Donnelley catalogs. 

® Full information for the asking. No obligation. 


WRITE 


R. R. DONNELLEY & SONS CO. 


350 EAST TWENTY-SECOND STREET 





* CHICAGO 
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Harry Fritts, sales manager of William 
8S. Roe Company, Incorporated, Newark. 
The slightly amused look can be attrib- 
uted to the machinations of our photog- 
rapher with a two-inch camera. Most 
people laughed right out loud. 


SARDESON WITH NORTHERN 
MACHINERY 
@ ROBERT SARDESON has 
joined the sales force of the 
Northern Machinery and Supply 
Company, Minneapolis, Minne- 
sota. He was with the Lewis 
Bolt and Nut Company, Minne- 
apolis, for many years. 





PATTISON ADDS FIRE BRICK 
e THE W. M. PATTISON 

SUPPLY COMPANY, Cleve- 
land, Ohio, has rounded out its 
line of Quigley products by the 
addition of the latter company’s 
line of fire brick. 








Aaron Levine and Henry W. DeVries, 

two members of the sales force of the 

New Jersey Engineering and Supply 
Company, Passaic, New Jersey. 


MILL SUPPLIES 
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There’s something different about the Upson line of packaged 
products that pleases supply houses, hardware retailers and users. 

In the first place, the cases are so designed that they protect 
the shipment without running up the transportation cost. 
The individual packages are clean, because every case is 
packed just before it is shipped—packages are not stocked 
in cases. Labels indicate clearly the contents of every package, 
making checking of every shipment easy. These all mean 
something to you—whether you buy for resale or purchase Ff?” | 
for use in your product or plant. 

And another factor that should not be 
overlooked—Upson makes a full line of 
nuts, bolts, rivets, pins, turnbuckles and 
similar products of uniformly high 
quality, as well as special items to meet 
manufacturers’ specifications. You can 
eliminate uncertainty and expense by 
consolidating your purchases—one 
order—one bill of lading—one receiv- 
ing slip—one invoice—and, thanking 
you, one check. 


@ Bolts and auts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 
special rivets of all hinds. Wire rope clips. 
Turnbuchles. Automotive and railroad special 
items. Headed and threaded products for every 
use. Your specialties are our specialty, 
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21 POINTS OF 
SUPERIORITY 


In all capacities —300 Pounds to 40 Tons 


Master engineering — scientific design — finest materials — 
backed by long years of experience have gone into the devel- 
opment of the new, improved Wright High-Speed Chain Hoist. 

In the new Wright Hoist there are 21 pointson which it is su- 
perior to all former models. Summarized, those 21 points mean: 


1—GREATER EFFICIENCY 2—LONGER LIFE 
3—INCREASED USEFULNESS 


Send for an illustrated catalog showing a cut-away view of the 

new Wright Hoist. See for yourself why the 1934 Improved 

Wright is sturdier, more efficient and positively rust-proof. 
Remember—no advance in price. 







WRIGHT 
DIVISION of 
COMPANY, 


MANUFACTURING 
AMERICAN CHAIN 
Inc. * York, Penn. 

























H. J. Turnstand, sales manager of the 

Minneapolis Iron Stores Compahy, Min- 

neapolis, is seen here working on the 

problem of making city deliveries when 

the teamsters’ strike had stopped all 
trucks in the city. 


BOLLAND JOINS SOMERS, 
FITLER AND TODD 
es. D. BOLLAND, formerly 

connected with the Westing- 
house Electric and Manufactur- 
ing Company, Sharon, Pennsyl- 
vania, has joined the sales force 
of the Somers, Fitler and Todd 
Company, Pittsburgh. He will 
operate in the northwestern 
Pennsylvania territory. 


TWO SALESMEN ADDED BY 
CORINTH 


e TWO additions have been 

made to the sales force of the 
Corinth Machinery Company, 
Corinth, Mississippi, a report 
from Hugh E. Ray, president, 
states. 


PEERLESS HIRES PAINT 
SALESMAN 

e A NEW salesman, Joseph P. 

Quinn, has been added to the 
sales force of the Peerless Mill 
Supply Company, Incorporated, 
3uffalo, New York. Mr. Quinn 
will specialize on the sale of 
paint. 


BIGGS WIDENS LINES 
e@ BIGGS and Company, Wichita 
Falls, Texas, has added 
brooms, meters, refinery packing 
and v-belts to its line of indus- 
trial supplies and equipment. 
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“Little Giant Jr: 


New in design, New in convenience, and a New two halves of the die as one unit so it can be easily 
low price, “Little Giant Jr.’ Screw Plates open inserted and taken out of the stock. 

up New markets—offer New profits. Look at this 
drawing, which shows how all the advantages of 


genuine “Little Giant’? Dies are built into the ar F 
. 2 ; and ease of operation. 
“Little Giant Jr.” 


The Dies: The famous genuine “Little Giant” 


Dies. Known the world over for their accuracy 


The Guides: Screwed in place in a jiffy. You can 
change cutting sizes with the “Little Giant Jr.”’ as 


easily as changing your hat. 


The Stock: New design eliminates collets, as the 
patented double slot feature accommodates five cut- 


ting sizes of dies. Also affords extra large chip 


. J . . 
46s , Here is a screw plate that is already selling and 
room and lubricating space. Adjustment by con- : : : ‘ 4 ‘ é 
: , will sell faster all the time. Generous margin of 
venient outside thumb screws. hs f ; 
profit to distributors. Send in coupon for full 
The Die Clips: A new patented device holds the details. 
BRANCHES 







New York 
15 Warren Street 








GREENFIELD § TAP AND DIE —— 
CORPORATION of Canada, Ltd., ; 


Galt, Ontario 
GREENFIELD, MASS..U.S.A. 


Chicago 
611 W. Wa hinyton Blvd. 





Detroit 
228 Congress St., W. 


Caer ec ee tS SSS SSSR OSNS RSS SS SESS SEeSe, 
. 

* 
’ . ° ' 
| Greenfield Tap & Die Corp. 5 
. ' 
: Greenfield, Mass. 3 
a 

4 
P Send me the dope on the new “Little Giant Jr.”" Screw Plate. : 
: i 
‘ a 
1 Signed IN ais sterolivre einen pve Ga mee aie cine eee : 
‘ a 
' ' 
‘ 1 
1 City .. State. 
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Chrome- Mo-lyb-den- 


HIGH QUALITY in your Hollow Screw line gives your 
customers lower maintenance costs and a better break in 
competitive marketing of their products. 


You elect to sell them Allen screws because your own 
success depends on theirs — in saving operating losses, 
machinery tie-ups, mechanics’ time. 

You recommend “Allens” on their record; you sell 


them with absolute confidence; you leave them with every 
assurance that they'll stay. 


Consumer-preference, 24 years strong, is back of your 
preference in handling the line and your aggressiveness in 
pushing it. Not to mention the Allen sales-policy — 


Consistently and completely Jobber - distributed. 


THE ALEEN MEG. COMPANY 


HARTFORD, CONN. WU. $.A. 
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SALES PROMOTION 
(Continued from page 22) 








The promotional effort is, of 
course, nearly completed, hav- 
ing been started early in Sep- 
tember. A glance at the letter 
and envelope stuffer illustrated 





@ hod-Zaq 
’Ciz Pere 
The “WOW” Day 


Friday, October 21, 1932 


WE PROPOSE TO MAKE 

FRIDAY, OCTOBER 21st, 

THE BIGGEST DAY OF 
THE YEAR 1932. 











We will strive te secure at least one order dated 
October 21st from each Manufacturing Concern 
im thie territery —then oc’ course orders from 
individuals for Garden Hose, Ash Cans, Brooms, 
ae, wil be ‘Sectiatineli 4 





Please Remember the Date: 
FRIDAY, OCTOBER 21, 1932 
and shoot us that order. 


The Wirthlin-Mann Co. 
Cincinnati, Ohio 














Envelope stuffer used by The Wirthlin- 


| Mann Company to promote its “Wow” 


Day. 


here will give some idea of the 
type of material which the 
Wirthlin-Mann Company has 
found so successful. 


WHO SHOULD GET MANUFAC- 
TURER’S LITERATURE? 

@ FOR the purpose of distribut- 
ing manufacturer’s literature 

most distributors have a simple 

list of their accounts made up of 


| the principal industries of their 
| community. 


The Northern Machinery and 
Supply Company, Minneapolis, 
goes a step further in this matter. 
The officials of that company re- 
alize that there are often several 
men to be consulted before an 
important purchase is made and 


| that any one of these men may 
| sell the idea to the others in the 
| group, or block the sale if it fails 

to gain their approval. For that 


reason this distributor is careful 
to obtain a list of every man 
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The New Dodge “L-D” Sheave for “A” and 











In sizes from 7.0 to 18.0 Pitch Diameter, 
the Arm Type is furnished with Inter- 
changeable Hubs and Bushings. In sizes 
from 3.0 to 5.4 Pitch Diameter, the Solid 


Type Sheave is furnished with Inter- 
changeable Bushings. 





Now Dodge offers cast iron precision 
sheaves for “A” and “B” Drives for 
light duty service at a low price. The 
advantages of cast iron sheaves are 
well known but the higher price charged for them 
has been responsible for the use of other materials 
for small sheaves. 


Dodge “L-D” Sheaves are cast from close grained 
grey iron insuring smooth grooves when ma- 
chined. They are accurately turned and run true. 
There are no parts to work loose—no distortion 
or lack of uniformity of groove angles. These 
sheaves provide a desirable fly-wheel effect which 
compensates for pulsations produced by prime 
mover. The result is a well balanced drive. 


Groove angles and di- 
ameters are absolutely 
uniform. This is of 
great importance be- 
cause it insures elimina- 
tion of belt slip, long 
belt life and full trans 
mission of power. 


The bushings furnished 
are die cast with inte- 
gral key. Driving torque 


DODGE MANUFACTURING CORPORATION, 





A solid type “L-D’’ Sheave and Interchangeable 
bushing with boxes in which they are packed 


“B” Drives Offers Unusual 


Opportunities for 
Sales and 
Profits 


is transmitted to sheave through 
bushing key. Bushing is pressed into 
hub and held in place by cap screw. 


All “L-D” Sheaves are securely packed in heavy 
corrugated individual cartons properly labeled to 
indicate P.D. and number of grooves, as well as 
symbol of bushing required. Bushings are also 
packed in individual cartons labeled to indicate 
symbol and bore. “L-D” Sheaves now make it 
possible to provide a well balanced “A” and “B” 
drive offering every advantage of the heavy duty 
drive and at a moderate cost. 


Distributors who are able to supply this bet- 
ter sheave at a price 
comparable with 
sheaves which cannot 
offer the same advan- 
tages are in an unusually 
favorable position to de- 
velop volume and profit. 


Write for complete infor- 
mation and a copy of our 
NEW “D-V” Data Book 
covering drives for every 
service. 


Mishawaka, Indiana 
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CAPITAL “Red Cap’ Brushes and Brooms 


NOW-Supposing YOU | 
Were the Plant | 
Superintendent— | 





Wouldn't you be sure that little, irritating things 
weren't hampering plant efficiency? 


Would you, for instance, want to have worn-out 
brushes and brooms leaving cleaning jobs half-done or 
consuming too much of your men's time by their very 
inefficiency? 


You could be sold on the economy of equipping your 
plant with good brushes and brooms. 


Then, you can sell the plant superintendent on this 
same idea when you carry a line as well rounded and as 
famous for quality performance as Capital "Red Cap" 
Brushes and Brooms. 





And, in cases where you can't reach the superintend- 
ent, you can get your story over to the plant buyer just 
as effectively. 





If you're not a CAPITAL Distributor, this fine line—and 
the time-tested sales policy behind it—deserve your con- 
sideration. Write us for details. 











INDIANAPOLIS BRUSH & BROOM MFG. CO. | 


ESTABLISHED 1890 
126 Brush Street 


¥ 


Indianapolis, Indiana 
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Br, Y 
L. A. Jack, above, and Luther Prester- 
gaard, below, two of the partners in the 


| Northern Machinery and Supply Com- 


pany, Minneapolis, Minnesota. The other 
partner is Gus Prestergaard. 





under this classification in a 
plant. 

In looking over the mail list 
the writer noted one typical firm 
in which the names of the follow- 
ing persons were listed: 

1. Vice-president in charge of 
production. 

2. General superintendent. 

3. Purchasing agent. 

4. Methods man. 

5. Tool room man. 

In addition are listed the heads 
of various sub departments in 
the plant, such as the name of 
the woodworking department 
foreman. If literature is on glue 
scrapers, sandpaper or wood- 


| working tools, it would probably 


be of interest only to the head of 
the wood working department 
and the purchasing agent. On the 
other hand, if it were on a ma- 
chine for sharpening tools, a 
good work toward its purchase 
might be put in by any of the men 
listed. 

One can imagine the wood 


' working department head put- 
| ting in a good word for a better 


sharpener for the reason that 
much of his work is spoiled in 
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Years Ahead 
in Design 


~*~, 


1 


) 
LIGHTER 


World’s First 
ALUMINUM 


(ALLOY) 


Safety Hoist 


AHEAD in Lightness. Its Alcoa Aluminum Alloy con- 
struction makes it ¥ lighter... easy to shift around... 
one man can do the job. 


AHEAD in Safety. Its patented Safety Overload Gover- 
nor protects men, loads and hoist alike . . . automatically 
indicates overload in excess of 50%. 


AHEAD in Efficiency. Things get done quicker and 
easier with an AL-LITE. It is compactly built, with fewer 
parts. Includes such up-to-date innovations as X-ray in- 
spected casting, planetary gears, ball-bearings, dust-proof 
housing, red load hook p/us dependable ‘‘Inswell’’ chain. 


If you're thinking in terms of modern production (and 
lower handling costs), you'll replace obsolete units with 
AL-LITE Safety Hoists. Let your distributor explain why 

or write to Chisholm- Moore Hoist Corporation, 
Tonawanda, New York (Division Columbus - McKinnon 
Chain Corporation.) 


CHAIN HOISTS 
TROLLEYS 
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J ust as surely as your customer’s cutters 
are not of modern design, his costs are too high. 

Advanced design, correct cutting angles and 
improved materials in cutters bring out the best 
in a costly machine tool—and offer you real 
sales opportunities. 

The quick releasing Brown & Sharpe End 
Mill, with patented Adapter (shown above), is 
an example. It can save hours in reducing non- 
productive time. 


Modern, up-to-date Brown & Sharpe Cutters 
insure the highest cutting efficiency. For your 
customers they represent sound replacement 
wherever the customer is trying to make an old 
cutter do a modern cutter’s job—for you they 
mean, continuing sales opportunities. Brown & 
Sharpe Mfg. Co., Providence, R. I. 


Brown & Sharpe Cutters 


VNIODERN SFFICIEN! KEEP COSTS LOW 








production due to improperly 
sharpened tools. The tool man 
might favor it as a time saver, 
as would the methods man. 
Others would be interested if 
convinced that the machine 
would reduce production costs. 

The Northern Machinery and 
Supply Company is successful in 
selling the larger pieces of equip- 
ment because they have trained 
themselves to see eye to eye with 
the presidents of the firms with 
whom they do business. 











WHEN BUSINESS ‘‘WENT TO 
THE DOGS”’ 
(Continued from page 15) _ 








and say that they didn’t know 
we carried such and such a line. 
Our men deliver the books in 
person to impress their accounts 
with the importance of the con- 
fidential matter they contain. 
All of the lines we carry are 
priced no lower than competi- 
tive lines as we believe that if 
we had to sell for less, there 
would be something wrong with 
our merchandise or ourselves. 





In a sense, the business catas- 
trophe which swept the country 
back in 1930 was a blessing in 
disguise for us. It taught us the 
value of selling, of hard work. 








WAREHOUSING AS IT’S DONE 
OUT WEST 
(Continued from page 17) 








from 40-pound salmon to moun- 
tain trout, and in a country 
where large and small game are 
still in abundance, it does have 
a place. This department, which 
was originally started as a small 
side line to accommodate the 
customers of the company who 
came in from the mills, logging 
and construction camps and who 
might wish to pick up a gun or 
fishing rod, has now become one 
of real importance in the activ- 
ities of the company. 

It took hold almost immediate- 
ly, with the result that the de- 
partment was expanded and Ha- 
seltine is now a distributor of 
these items, with special sales- 
' men for the purpose. 
| But from the industrial dis- 








tributor standpoint it means 
this. Owners, executives and su- 
; perintendents of the paper and 
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CCORDING to the 
Products Industries 
port of 1933 the Clipper Be 
Lacer Company has worke 
more hours without a disabil- 
ity injury than any other unit 
with a perfect 1933 record. 


Clipper Hooks, of course, 
were used throughout the 
plant. This is just one indi- 
cation of the safety of Clipper 
equipment. 


Clipper Belt Lacer Company 
Grand Rapids - - Michigan 
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CLIPPER BELT LACER COMPANY. WORKED MORE HOURS 
WITHOUT A DISABLING INJURY THAN ANY OTHER 
SMALL UNIT WITH A PERFECT 1933 RECORD = 135,000. 


a, 


Clipper Hooks are unsurpassed in quality and dura- 
bility. Clipper Carded Hooks are safest to handle. 





facing Equipment 
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ae. Hack ae [lad oy 


‘Question No. 3 


Is your line complete enough to meet 
the needs of your trade? 


The Barnes Distributor 


Answers “YES” Because— 


Hack saw blades are called upon to cut all kinds of metal under 
all sorts of conditions. 

The development of stainless and numerous other alloy steels 
and their universal use during the last few years has added to the 
already great variety of demands on blades. 

The low tungsten blade still has its place but a good, high speed 
steel blade is necessary for economy and efficiency in metal 
cutting today. 

The Barnes RED ARROW hand and power blades have no 
superior in meeting the demands of industry. 


The Barnes line is complete— 

RED ARROW high speed steel hand and power blades. 
Barnes Special Unbreakable hand blades. 

Barnes Flexible Tungsten hand blades. 

Barnes All Hard Tungsten hand and power blades. 
Barnes Junior frames and blades. 

Barnes Hard Edge Metal Cutting Band saws. 


@ BARNES e 


BARNES FLEXIBLE HAND BLADES 


Barnes Flexible hand blades are individually file tested. Why? 
Flexible hack saw blades cannot be made with the uniformity of 
an all hard blade. For your protection we file test these blades and 
throw out those which are not up to the Barnes standard of quality. 
This insures your customer of more square inches of cutting per 
box with Barnes as compared with other brands. Satisfied cus- 
tomers, repeat orders and good profits go with these blades. 


*T his is the third in a series of questions and 
answers on hack saw distribution. Look for 
No. 4 in the November issue of MILL 





SUPPLIES. 
eee 
er day te UNO aw 
SIS E a, 


W. 0. BARNES CO., INC. 
1297 Terminal Ave. Detroit, Mich. 


and Leading Jobbers Everywhere 




















BRUSHES 


A brush display rack on the main 
sales floor is used for samples of the 
three lines of brushes carried. Sam- 
ples of brooms are not forgotten. 
This rack is five feet high, the bottom 
platform being 44 inches square and 
the top 20 inches square. Complete 
stocks of brushes and brooms, of 
course, are maintained. 


lumber mills and other large in- 
dustries, most of whom are 
sportsmen, make their way into 
Haseltine’s to nose around among 
the guns and fishing tackle. A 
contact is made with them which 


/ could never have been made in 









any other way. Similarly with 
the foremen, engineers and men 
in the mills, who influence buy- 
ing, but ordinarily never make 
buying trips any farther than to 
their purchasing agent’s office. 


| These men come in, and again 


invaluable contacts are made. 

Some of the stocks of the old 
days are stilla factor. Haseltine 
still sells plenty of blacksmith 
coal, and regularly carries a stock 
of at least a hundred tons of it, 
to be sold to logging plants, lum- 
ber and pulp mills, ornamental 
iron workers and the like. 
Though the village blacksmith, 
as an institution, has departed, 
there are nevertheless many 
blacksmiths and forges in other 
places, requiring large quantities 
of materials. 

Similarly, the horse is not al- 
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BY POWELL INSURES 


Trouble-free performance! . 





After all, that’s what an engineer 
wants . . . valves that will give 
safe, economical performance day 
after day ... even under abnormal 
working conditions . . . And the 
recognized high quality of Powell Cast 
Carbon and Alloy Steel Valves is giv- 
ing impetus daily to the movement 
among engineers to install these valves 
for high pressure and temperature 
service. The variety of trim materials 
permits the use of the type best suited 
for air, oil, water, gas, or steam service. 


THE WM. POWELL COMPANY 
2525 SPRING GROVE AVE., CINCINNATI, OHIO 
: SY a 
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ALLIGATOR — 


TRADE MARK REG.U.S. PAT. OFFICE 


STEEL BELT LACING 








GREAT 

eee For belts of all kinds and sizes. 
“The most universally used belt 
lacing on earth.” Holds belt ends 
in vise-like compression grip. Sep- 
arable. Joint usually lasts as long 
as the belt. Rocker hinge pin 

















wear. Reliable for use wher- 
ever a belt will give efficient 
service. In 11 sizes for belts 
from tape up to %inch thick. 


PROTECTION OF Made also in Monet Metal. 
BELT ENDS 


FLEXIBILITY 














You can recommend it blind. 
Sole Manufacturers 
FLEXIBLE STEEL LACING CO. 
SMOOTH ON 4633 Lexington Street Chicago, Illinois 
BOTH SIDES In England at 135 Finsbury Pavement, London, E. C. 2 








protects lacing against internal. 








TRADE MARK 
REG. U. &. PAT. OFF. 
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The BiG GUN 
in the Fall Drive 


for 


Business 





In today's drive for sales the 
proper equipment is of vital im- 
portance. One of the most es- 
sential pieces of equipment for 
helping you increase your sales 
is a good catalog. 





Our new catalog is just that—a 
good catalog. It is full of concise data about our complete line. It 
illustrates dozens of items you can sell at a profit when calling on your 
regular trade. 


It will pay you to have a copy in your sales kit, as it is designed to help 
you increase sales. A copy will be mailed you early in October. If you 
do not receive your copy, then write and tell us where to mail it. It is 
light in weight and of standard size so it will fit in with your other material. 


ESTABLISHED 1904 


| WALPARAISO - INDIANA 





Box No. 669 

















together a has-been. In Hasel- 
| tine’s we still find a considerable 
| stock, constantly moving, of neck 
| yokes, eveners, wagon spokes and 
| horseshoes. 

“We neglect nothing,” some- 
one in the place will probably tell 
you. At the moment he may be 
leaning against an arc welding 
machine that sells for a thousand 
dollars, but he would not be 
above taking an order for a 
dozen whiffletrees. 

But let the pictures speak for 
themselves as to what is behind 
the scenes. 








WHAT YOUR CUSTOMERS 
LOOK FOR IN WASHERS 


(Continued from page 11) 








unsightly appearance presented 
by an assembly where a lack of 
uniformity and symmetry is no- 
ticeable, which of course would 
be the case where an off center 
washer has been used. 

3. Washers should be free 
from burrs. No product is more 
perfect than any of its compon- 
ent parts. If a prospective cus- 


| tomer notices an assembly made 


up with a washer with sharp 
cutting edges and protruding 
burrs, his prejudice will carry 
through to the article itself. 
Such a washer is a hazard to 
skin, fingers, and clothing, and 
offers additional sales resistance. 
Therefore, mill supply salesmen 
should urge their buyers to in- 
sist upon washers that are 
smooth, even-edged, and free 
from burrs and jagged tool 
marks. 

4. Washers should be clean. 
Imagine the annoyance caused 
by a shipment of washers, in- 
tended for a product of beautiful 
and shining appearance, that are 
scaled with patches of brown 
rust or thickly coated with a 
film of grease. And yet, many 
washers delivered today are 
exactly in such condition. It is 
not necessary for manufacturers 
to be handicapped by using 
washers of this kind, since the 
better class of washer merchan- 
dise is clean and free from rust, 
oil and grease. Buyers of wash- 
ers always appreciate such su- 
perior stock. 

5. Washers should be held to 
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WILLIAMS offers 
jobbers a compre- 
hensive line of 
drop-forged tools 
and specialties in- 
cluding: Wrench- 
es, Chain Pipe 
Tongs and Vises, 
Tool Holders, “C” 
and Strap Clamps, 
Lathe Dogs, etc. 


and the PLUS is 
Important to you 


W ious’ distributors start out, first 
of all, with quality goods, fairly priced and 
representing honest value. Plus this first 


essential, they have protection. 


Williams’ policy embraces the following 
important points: 


—distribution thru jobbers 
—full protection of jobbers 
—liberal profit margin 
—large reserve stock 


—a guaranteed product backed by 
a reputation of over 50 years. 


And on top of this policy, Williams’ dis- 
tributors are selling a line that is consist- 
ently advertised and universally accepted. 


J. H. WILLIAMS & CO. 
“The Wrench People” 


75 Spring Street New York 
WESTERN WAREHOUSE & SALES OFFICE, 
CHICAGO - + WORKS, BUFFALO, N. Y. 
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We're in Our New Plant! 


That means even better facilities for quick service to 
distributors on their requirements for 


BOLTS SCREWS, CAP 
Connecting Rod (Made from .30-.37 
Dardelet Thread normalized steel) 

Hexagon Head 


SCREWS, MACHINE 
Brass and Steel 
Flat, Round, Oval 
and Fillister Head 


NUTS Coarse and Fine Thread ” ’ 
Semi-finished Hex Fillister Head SCREWS, SET 
ond teen Flat Head Headless—Square Head 
Coarse and Fine Thread SCREWS, LAG SCREWS, WOOD 
Castle Nuts SPECIAL WORK Brass and Steel 


Complete information on products and prices will be furnished on request. 


ROCKFORD SCREW PRODUCTS COMPANY 
2501 Ninth St. ROCKFORD, ILLINOIS 








close tolerances. Accuracy is 
the watchword of modern me- 
chanical assembly. Accuracy 
provides more economical pro- 
duction and contributes to a bet- 
ter appearance of the finished 
product. The inside hole of the 
washer should be of such a size 
as to fit the bolt or stud for 
which it is intended, snugly and 
evenly. If it is too small, extra 
time (which means extra cost) 
is consumed in trying to force 
or pound it down over the assem- 
bly unit. If the inside hole is too 
large, it fits unevenly about the 
bolt and may cause shifting, 
looseness, and end play. The 
better class of washer is made 
with close tolerances, the kind 
all manufacturers prefer. 
Manufacturers today are fast 
learning of these _ essential 
washer qualities, and since dis- 
tributors are providing this type 
of superior product, they are in 
a better position than ever to se- 
cure a large volume turnover on 


| this class of business. 








MANUFACTURERS ARE SUP- 


PORTING NEW JMC PROGRAM 
(Continued from page 28) 





You Want 
Consumer Acceptance 


Fast Turnover 
Consistent Profit 


on the products you sell today 


Investigate 
DESMOND 


Dressers 
and C utters 


SIMPLEX 
“Steel Slide’’ 





A little “look around" 
will show you how bad- 
ly your customers need 
new vises. The exclu- 
sive “steel slide" fea- 
ture will sell them on 
the Simplex Line. this idea. 


Big replacement sales opportunities are open 
to you if you handle these outstanding lines. 
Write us for details. 





Desmond Dressers and | 
Cutters—leaders for 25 
years—will keep every | 
V plant's grinding wheels 

; fast cutting and true. 
is@s It's not hard to sell 





The DESMOND-STEPHAN MFG. CO. 








URBANA, OHIO 
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put up there will be between a 
dollar and a dollar and a half in 
the fund from manufacturers. 

The present drive for manu- 
facturers’ support is being car- 
ried forward on a modest and 
restricted basis. A series of let- 
ters to manufacturers, outlining 
the purposes of the J. M. C. pro- 
gram are being sent out. No 
high pressure, no coercion, no 
promises of any sort are being 
used in obtaining subscription 
agreements. We are sure that 
the distributor industry appre- 
ciates the most excellent volun- 
tary response being received 
from manufacturers to this im- 
portant distributor program. A 
few comments from manufac- 
turers regarding the program, 
which are typical of many re- 
ceived, reflect their thinking in 
the matter: 

“That we are very much 
pleased with the important work 


_ of the Joint Merchandising Com- 
mittee, and that it should be con- 
| tinued, is evidenced by the fact 
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v this complete 
SELL. -= BRONZE BEARING SERVICE 
More PROFIT per CALL—because NOW you can fill ALL INDUSTRY’S require- 
ments of Bar Bronzes, Bearings, Bushings and Babbitts. Besides selling the 
highest quality obtainable, prices are competitive. Neither Distributor nor_his 
salesmen can overlook this feature. 1934 has brought Distributors these out- 
standing “‘Bearing Materials” and a Merchandising Policy that has proven itself 


Profitable to both Distributor and Manufacturer. More than 70 leading Industrial 
Distributors vouch for this statement. 


It will pay you to investigate. 


BARS BEARINGS 
Johnson UNIVERSAL Bronze 6 POINT Electric Motor Service Bearings. 
Bars, Completely Machined, DISTRIBUTOR Over 75 Sizes. For the more 


ID, OD, and Ends. Available pepalian tgus of auibetn 
in 182 Sizes Cored and 32 POLICY 
Sizes of Solid. 


BUSHINGS 


Johnson General Purpose 
Bushings, Machine Finished, 
ready for assembly. Available 
in over 600 sizes. 


C POLICY AhalPROTECTS 


JOHNSON BRONZE 
COMPANY NEW CASTLE. PA. 
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BABBITT 

Babbitt—Lead Base and Tin Base. 
Manufactured in our plant 
under constant laboratory 
control. 


YOU IN G72 SALE} 


Factory and General Offices 














SIMONDS 


RED 
TANG 


METAL SAW TOOTH 











Look for the 


RED TANG 


When You Buy 
A New File... 


® Cuts Fast 

® Cuts Free 

® Cuts Smoothly 

® Cuts More Metal 
® Cuts Chips in Coils 
® Cuts Hard Steel 
® Individually Tested 


SAW AND STEEL CO. 
FITCHBURG, MASS. 
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that we are enclosing the sub- 
scription agreement properly 
executed, and are very glad to 
assume a part of the important 
program of your Committee for 
the benefit and welfare of the 


mill supply industry.” P. F. 
Reichhelm, president, Ameri- 
can Swiss File and Tool Com- 
pany. 

“We have supported this 
movement right along and have 
now signed up for the coming 
year.” A. C. Kingston, general 
manager, Boston Woven Hose 


_and Rubber Company. 


| scription agreement, 


| promotion manager, 


“We take pleasure in return- 
ing attached our annual sub- 
properly 
signed. You have our best 
wishes for the continued success 
of this movement.” J. M. Hottel, 
vice-president and _ secretary, 
Delta File Works. 

“I am pleased to enclose here- 
with our subscription agreement 
to the fund being raised to con- 
tinue the excellent program of 
the Joint Merchandising Com- 
mittee.” W. W. French, sales 
Dodge 
Manufacturing Corporation. 

“We hope that your work dur- 
ing the coming year will be as 
aggressive as it has been in the 
past, and that we will all be 
benefited by complete coopera- 
tion.” W. C. Winnings, man- 
ager, mechanical goods depart- 
ment, The Goodyear Tire and 
Rubber Company. 

“We feel that, properly co- 
ordinated, the Joint Merchandis- 
ing Committee is in a position to 
do a splendid piece of work.” 
Thomas Robins, Jr., general 
manager, Hewitt Rubber Cor- 
poration. 

“We have noticed the amount 
and character of work done by 


| your Committee, and from the 
communications which have 
_been forwarded to us it is evi- 
| dent that you have an active or- 


SIMONDS | 


| very worthy cause.” 


ganization, and we hope the good 
work you have been doing will 
be carried on with increased suc- 
cess.” E. D. Martin, secretary, 
The Hooven & Allison Company. 

“We are very glad, indeed, to 


| continue our subscription to this 


H. A. 
Buzby, president, Keystone Lu- 
bricating Company. 


“It is a pleasure to continue 
our cooperation with this good 
work.” C. W. Titgemeyer, vice- 
president, The Osborn Manu- 
facturing Company. 

“We are thoroughly in sym- 
pathy with your aims and pur- 
poses, and believe that you are 
doing an excellent job between 
the distributor and manufac- 
turer.” D. W. Northup, presi- 
dent, The Henry G. Thompson 
and Son Company. 

“We wish you every success 
in reaching your goal in this im- 
portant program, which, as you 
state, has for its goal the eco- 
nomic welfare of the mill supply 


industry.” William E. Cross, 
vice-president, Victor Saw 
Works. 


“We feel that this Committee 
is doing some excellent work 
and are glad to cooperate at this 
time.” Alfred J. Eichler, vice- 
president, Walworth Company. 

The campaign to enlist dis- 
tributors has not yet gotten 
fully under way, but will be 
launched in full force during the 
next 10 days. It will be con- 
ducted by mail on the same 
modest basis as the campaign to 
manufacturers. From the num- 
ber of voluntary subscriptions 
received from distributors to 
date (56) there is every reason 
to believe that the distributor 
industry will match the support 
advanced by manufacturers. It 
is expected that at least 200 dis- 
tributors will again participate 
in this organized effort to im- 
prove the economic welfare of 
the mill supply industry. 

In the next issue of MILL 
SUPPLIES we will publish a list 
of distributors cooperating and 
additions to the manufacturers’ 
list. 

Industry cooperation has al- 
ways paid dividends and the 
present Committee is  deter- 
mined to do all in its power to 
spend the funds of the Joint 
Merchandising Committee in the 
most logical and intelligent di- 
rection, which will definitely 
contribute benefits to mill sup- 
ply distributors and those manu- 
facturers who recognize the 
advantages and economies of 
selling their goods through dis- 
tributors. 
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Thermoid products 
are engineered with the 
same spirit of achieve- 
ment that has conquered 
the air. 





Many years of scientific endeavor up- 
hold the flight of the autogiro—with 
its easy take-off, its near-vertical 
descent, its extra margin of safety. 
And it is the same engineering persever- 
ance—with the same spirit of achieve- 
ment—that has produced outstanding 
quality in the entire line of Thermoid 
products. 


Skilled, air-minded engineers have taken 
the “chance” from flying—to the great- 
est extent possible in the knowledge of 
today. And engineers who are mindful 
of every need of industry —by both 
laboratory research and repeated field 
testings—have removed the “chance” 
element from every piece of hose, 
belting and packing that bears the 
Thermoid name. It is industry’s 
knowledge of this fact that makes 
“Thermoid” accepted as a guarantee 
of quality. Buy 5 that quality mark! 





And remember these two facts: The 

Thermoid line carries a worth while 

margin of profit and is backed by a 
liberal jobber policy. 


THERMOID RUBBER CO. 


Factories and Main Offices 
TRENTON, NEW JERSEY 


Thermoid 


BELTING 
HOSE and 
PACKINGS 
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“(Drives Home 


these 9 points 





and buyers will see 
the difference 


1. Wide range of spindle speeds. 
2. Interchangeable quills. 
3. Positive and automatic lubricating system. 


4. Correct belt tension, automatically applied. | 
| 


5. Efficient cooling system. 

6. Removable mounting posts with rigidity of 
set-up. 

7. Precision ball bearings. 

8. Short distance between (a) center of spindle 


and mounting post; (b) center of spindle 
and base. 


9. Ease and speed of set-up. 


Then close the sale with the story of 
DUMORE running balance. This has made 
DUMORE GRINDERS famous. 


The Dumore No. 4 Grinder is designed 
to fill a definite need for a precision 
tool for use on bench lathes and small 
engine lathes. Similar in construction 
to but smaller in size than the No. 5 
and No. 7, with 1/5 H. P. Motor and 
speeds 5,000 to 40,000 R. P. M. These 
three grinders, with their many appli- 
cations, offer distributors exceptional 
sales opportunities today. 


If you are not a Dumore distributor, 
write us. Your territory may be open. 


THE DUMORE COMPANY 


101 Sixteenth Street Racine, Wisconsin 
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-*" GRINDERS 








CURRENT CODE DEVELOP. 
MENTS 


(Continued from page 13) 








view to reducing credit risks 
common to all during the last 
few years. 








SAMUEL H. CLARK 


Individual members of the 

' group, on being interviewed, 

| were enthusiastic about the 

| Progress which is being made 
and the possibilities inherent in 
such an organization. 

| LADDER INDUSTRY PRO. 

POSES CODE CHANGE 

@ THE Ladder Manufacturing 

Industry, the code of fair 
competition for which has 
caused some inconvenience to in- 
dustrial distributors during its 
operation, has proposed a modi- 
fication to that code which, if 
approved, should clear up the 
outstanding difficulties. The pub- 
lic hearing on the modification 
was held September 18. 

Under “Classification of Cus- 
| tomers,” the proposed subsec- 
| tion 3 reads: “A retailer may be 
defined as a buyer of ladders or 
| ladder products who buys to re- 
| sell and whose business is de- 
| signed for and built upon the 
| sale of goods to consumers. The 
| following classes of retailers 

may be distinguished from regu- 
lar retailers for the purpose of 
establishing prices and or dis- 
counts; mail order houses, chain 
stores, department stores, co- 








operative association of dealers, 
and those retailers who sell a 
large percentage of their ladders 
and or ladder products to indus- 
trial users.” 


V-BELT CODE AUTHORITY 
NAMED 
@ THE National Recovery Ad- 
ministration has approved the 
method of selecting the person- 
nel of the code authority for the 
Multiple V-Belt Drive Industry. 
Members named are: Walter 
Geist, general representative, 
Allis- Chalmers Manufacturing 
Company; J. M. Degnan, man- 
ager, Multi-V Belt Drive Sales 
Division, Worthington Pump 
and Machinery Corporation; 
Walter Siegerist, president, The 
Medart Company ; E. M. Carver, 
vice-president, Dodge Manufac- 
turing Company; W. F. Cole- 
man, vice-president, W. A. Jones 
Foundry and Machine Company 
and G. O. Rockwood, president, 
The Rockwood Manufacturing 
Company. 


VISE CODE APPROVED 
@ THE code of fair competition 

for the Vise Manufacturing 
Industry, a division of the Fabri- 
cated Metal Products Manufac- 
turing and Metal Finishing and 
Metal Coating Industry, was ap- 
proved on September 1, by Na- 
tional Recovery Administrator 
Hugh S. Johnson. 


Among the clauses of the code 
of interest to distributors is the 
following on catalog allowances: 
“No member of the Industry 
shall give catalog allowances to 
distributors or those persons 
publishing for them. Nothing 
contained in this rule shall be 
construed to prohibit legitimate 
and bona fide advertising allow- 
ances.” 

On the subject of cash dis- 
counts, the code states: “No 
member of the industry shall 
grant any more favorable terms 
of payment than 60 days net 
from date of shipment or 2% 
for cash, on the tenth day of the 
month, for shipments made dur- 
ing the preceding month.” 

On consignments, it is stated: 
“No member of the industry 
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w HY ? ? Because this painting job is typical of the many 
that place you beyond competition—if you sell 
Permite Ready-Mixed Aluminum Paint. 


The owner of this stack wants to avoid frequent repaintings. 
He is not interested in paint prices per gallon. He wants to cut 
his ° ° my “ ™ * . | , . 

painting costs per foot and per year. He is waiting only for p, nite enty-Hiined Miminemn Polat te 
you to tell him why Permite costs less by the foot and by the made in two types: Non-Corrosive, for gen- 
year; why it will stand up, brilliant and protective, long after eral inside and outside use; and Heat-Re- 


° . “ sisting, for safe use on surfaces with tem- 
ordinary paints would fail. = 


peratures up to 1000° F. Both flow smooth- 


And there are thousands like him in industry. To find out how — |y from brush or spray gun, with no brush 
ss - 2 marks, no clogging. 
to add their orders to your paint sales, write or wire today for 


, ite is alway ady to go to work— 
full detai > is ° >.2 Permite is always ready to g 
tails on Permite Aluminum Paint. never hardens or darkens in the can. You 


ALUMINUM INDUSTRIES, can guarantee results with every gallon, for 


color and quality are uniformly assured. 
CINCINNATI, OHIO 
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SMALL INVESTMENT ... 


LARGE 
RETURN 


URING the last ten years, many 
thousands of industrial plants 
have installed Texrope V-Belt Drives. 


After long records of successful service, 
these Texrope belts may require 
replacement. These potential replace- 


ments constitute a large and ever 

increasing market for Texrope V-Belts. 
& 

A great opportunity is offered you by this 

steady market. A small investment will do it. 
@ 

Let us show you how little it costs to 

put in a line of Texrope V-Belts, and 

how profitable such a line will be. 
















The accuracy with 
which the belts fit the 
grooved sheave has a 
decided effect upon 
the drive. Texrope 
Belts, made for Allis- 





Chalmers by B. F. 
Goodrich, are formed 
in precisely machined 
molds. They seat per- 
fectly in the grooves 
of Texrope Sheaves. 


ALLIS-CHALMERS MFG. CO. 
MILWAUKEE, WIS. 








shall ship goods on consignment 
except under circumstances to be 
defined by the Supplementary 
Code Authority where peculiar 
circumstances of the trade or in- 
dustry require the practice.” 
The code provides that any 
customer of a member of the In- 
dustry may at any time complain 
to the Supplementary Code Au- 
thority that any filed price con- 
stitutes unfair competition as 
destructive price cutting, im- 
periling small enterprises or 


tending toward monopoly or the 


impairment of code wages and 
working conditions. 


APPROVES SOCKET SCREW 
CODE 


@ NATIONAL RECOVERY 
ADMINISTRATOR Hugh S. 
Johnson approved the code of 
fair competition for the Socket 
Screw Products Manufacturing 
Industry on September 1. 

An interesting section of Ar- 
ticle VII—Unfair Trade Prac- 
tices—is that which reads as 
follows: “Making or continuing 
any arrangement with a jobber, 
dealer or syndicate buyer where- 
by such jobber, dealer or syndi- 
cate buyer acts both as agent 
and as jobber, dealer or syndi- 
cate buyer in a specific trans- 
action and thereby receives both 
the jobber’s, dealer’s or syndi- 
cate buyer’s discount and the 
agent’s commission on the same 
transaction, or entering into any 
kind of an exclusive territory 
arrangement with a _ jobber, 
dealer, or syndicate buyer, pro- 
vided, that this clause shall not 
apply in any way to any selling 
arrangement wherein a national 
distributor contracts to sell the 
entire output of a particular 
manufacturer as such manufac- 
turer’s agent.” 


FISHER SUPPLY JOINS 
CENTRAL STATES 

@ THE Fisher Supply Com- 

pany, Marshalltown, Iowa, is 
the most recent addition to the 
membership of the Central 
States Mill Supply club, an or- 
ganization composed of dis- 
tributors in Indiana, Illinois, 
Wisconsin, Iowa and Nebraska. 
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and the plan 
_— that makes them 
easier to sell— 


Belmont Packings are easier to sell—be- 
cause of the Belmont quality and a def- 
inite, practical, common sense sales plan 
which backs up the distributor. 





The quality of Belmont Packings has never 
been questioned. They perform — con- 
stantly and faithfully—under all conditions 


—they are made by the most up-to-the- 
minute scientific processes and of the finest materials. 





And supporting distributors’ sales efforts is the Belmont Sales Plan and its 
effectiveness. The three chief elements are: 


1. The Belmont Catalog with its comprehensive service recom- 
mendations that tell you what packing to sell fot each job. 


2. The Belmont Sample Kit—containing samples of all major types 
to enable you to demonstrate the Belmont quality. 


3. Belmont advertising—consistently, month in, month out, in lead- 
ing industrial magazines. 


If you are not already a Belmont Distributor, write to us for complete details 
of the Belmont Plan. 






“There is a Belmont 
Packing for 
Every Service” 











THE BELMONT PACKING & RUBBER CO. 


| BUTLER & SEPVIVA STREETS PHILADELPHIA, PA., U.S. A. 
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SALES POSSIBILITIES IN NEW PRODUCTS 
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PORTABLE GRINDER 





e@ A BUILT-IN air filter is featured in 

this portable electric grinder. Eas- 
ily removed for cleaning and re-oil- 
ing, the viscous type filter cleans all 
air entering the motor. This compact 
grinder weighing four pounds, turns 
up 17,000 revolutions per minute and 
has ample power to pull a wheel two 
inches in diameter. The cast aluminum 
motor housing extending out over the 
motor shaft and air filter, is encased 
with an insulated cushion grip that 
gives positive control and operating 
flexibility. With a suitable grinding 
wheel or cutter inserted in the case- 
hardened universal chuck, it will oper- 
ate at any angle and get into corners, 
irregularly shaped holes and other 
places difficult to reach.—Chicago 
Wheel and Manufacturing Company, 
Chicago, Illinois. MILL SUPPLIES, 
October, 1934. 


FOOT PRESS 





@ THIS open-back inclinable foot 

press is made from semi-steel cast- 
ings and weighs 350 pounds. Bending 
and forming operations, assembling 
and the making of small duplicate 
parts can be done with this tool. The 
slide is dove-tailed into the frame 
with a gib on the left hand side for 
adjustment and take-up. By simply 
changing one pin through the levers, 
it is possible to obtain three different 
strokes, 1%, 2 and 2%-inches. An 
adjustable counter-balance makes the 
operation of this machine very easy. 
—W. A. Whitney Manufacturing Com- 
pany, Rockford, Illinois. MILL SUP- 
PLIES, October, 1934. 
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PORTABLE CLEANER 





e@ A new industrial cleaner has three 

distinct uses, for it blows, suctions 
and sprays. Called the Jumbo, it is 
designed primarily for dust, dirt and 
lint cleaning although it has an at- 
tachment for spraying liquids and 
powders. It is powered by a full 
horsepower electric motor and has a 
water column lift of 46.25-inches. The 
diameter of the fan is 242-inches.— 
Ideal Commutator Dresser Company, 
Sycamore, Illinois, MILL SUPPLIES, 
October, 1934. 


MICROMETER HEAD 


@ MEASURING up to one inch by 

thousandths of an inch, a new heavy 
micrometer head is particularly suited 
for use with rugged machines and fix- 
tures which are subjected to unusu- 
ally severe treatment. The micrometer 
head is used as an integral part of a 
fixture, or by means of a clamp, for 
making fine measurements and adjust- 
ments. The length of the shank is 
13/16-inch and its diameter is %-inch. 
This micrometer head is called num- 
ber 296.—Brown and Sharpe Manufac- 
turing Company, Providence, Rhode 
Island. MILL SUPPLIES, October, 
1934. 


SOLDERING OUTFIT 





NA 


@ ECONOMY of operation is found 

in this soldering and brazing out- 
fit which is designed for operation 
with acetylene and air, the oxygen for 
the torch being taken from the air 
instead of from an oxygen tank. A 
carbide-to-water type soldering gen- 
erator is used that holds three pounds 


of carbide at one charge and gener- 
ates about 17 cubic feet of acetylene. 
The generator, supplying gas for six 
hours operation, is easily carried, 
weighing less than 40-pounds when 
fully charged. Included with the 
torch are one and two pound solder- 
ing cappers and tips for soldering, 


_brazing and lead burning.—The Sight 


Feed Generator Company, Richmond, 
Indiana. MILL SUPPLIES, October, 
1934. 


TURBINE PUMPS 





@ A NEW line ofeturbine pumps is 

built in sizes and types for wells 
yielding up to 7000 gallons per minute 
and utilizes motors ranging from 112 
horsepower to 1000 horsepower. Avail- 
able with belt-driven and direct-con- 
nected heads, for surface or under- 
ground discharge. Features claimed 
by the manufacturer include: water 
lubrication, sand-proof bearings, semi- 
open impellers, perfect hydraulic bal- 
ance, variable water capacity, stain- 
less steel shaft in bowls, high effi- 
ciency over wide operating range and 
special bearings in heads. An ex- 
tremely low coefficient of friction in 
the water lubricated bearings results 
in the transmission of power to the 
pump stages with minimum loss. 
Sharp bends or turns in the water 
channels are eliminated. Bronze im- 
peller operates in a cone-shaped seat 
in the pump bowl and is mounted on 
a stainless steel pump shaft securely 
fastened with bushings and lock nuts. 
Manufacturer claims impeller cannot 
sand-lock due to straight-line water 
path.—Pomona Pump Company, Po- 
mona, California. MILL SUPPLIES, 
October, 1934. 
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NO New 


KNURLED 
SOCKET HEAD CAP SCREW 





ITS HEAD IS 
KNURLED 


Fig. 1435 
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U. S. and Foreign Patents Pending 


The Knurled “Unbrako” 


Fingers become geared to the 
knurled head so they can’t 
slip, which makes the knurled 
‘“Unbrako”’ a real time and labor 
saver. 


Exhaustive investigations have satisfied 
us that the Knurled “‘Unbrako’’ will be- 
come the favorite Socket Head Cap Screw 
with the Die makers, Tool makers and 
Mechanics in general and, therefore, bet- 
ter stock the Knurled ““Unbrako”’ now. 

The Knurled “Unbrako” costs no more 


Fig. 1434 





U. 8S. and Foreign Patents Pending 


The Knurled “Unbrako” 


ITS HEAD IS 
KNURLED 


Fig. 1436 





Old Smooth-Head 


Fingers slip and slide. Hard and 
slow to drive. 


than the old-style smooth-head ‘Un- 
brako”’ Cap Screw—=size for size—and is 
absolutely equal to it in strength, ac- 
curacy and quality. 

When ordering be sure to call it by its 
right name—The Knurled “Unbrako”’. 
Get our “Unbrako”’ Price List. 


Order by Name—Specify the Knurled ‘“‘Unbrako”’ 
FREE SAMPLES 


) 





STANDARD PRESSED STEEL CO. 
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Red Shield” High Speed Drills 
THE STANDARD TOOL (0. 


CLEVELAND 
CHICAGO DETROIT NEW YORK 














COFFING HOISTS —The Universal Tools 


Three Points of View 


We're satisfied because our hoists are giving just 
the kind of service we designed them for — and 
because we're having a lot of success selling them 
through distributors. 

Our distributors are satisfied because Coffing Hoists 
are moving remarkably for them and bringing them 
good profits. 

Coffing Hoist users are satisfied because these mod- 
ern, inexpensive tools are giving them fast, easy, effi- 
cient and low cost performance every day. 


IF YOU'RE NOT SATISFIED with your hoist sales, 
we invite you to investigate this almost 
sensational distributor line. 


COFFING HOISTS 


“The Universal Tools” 


Sound Design 

















1 The Electrie Coffing 
Hoists: Capacities: 4%, 2, 
t and a Weights: 75 





























tess Simple Construction 
2 Model A—% ton. Exclusive Free-Chain Mechanism 
aly tine ad tote Unbelievable Lightness 

Remarkable Power 
| Phony "einne tee Extreme Versatility 
4 Mode 2—Capacity: s Economical Operation 
tons; Weight, 65 Ibs LOW FIRST COST 

No. 1 

319 E. Van Buren St. Danville, Ill, Ne2 No.3 
70 








SANDING MACHINE 


@ WEIGHING but seven pounds and 
operating on 70-pounds or more of 
compressed air, using six cubic feet 
of air per minute, this sanding and 
polishing machine is suitable for small 
shops as well as heavy production 
lines. Metal, wood and marble sur- 
faces are sanded and polished by an 
abrasive pad, with a travel stroke of 
1%-inches, making 2500 to 3000 os- 
cillations per minute. Made of rubber 
and felt, the pad device is flexible, 
making it adaptable for concave or 
convex surfaces and places usually 
difficult to sand. Several sheets of 
abrasive may be attached to the pad 
at one loading. — Sterling Products 
Company, Detroit, Michigan. MILL 
SUPPLIES, October, 1934. 


RELIEF VALVES 





@ THESE valves are available in six 
sizes with two pressure ranges. 
Both models are built in sizes from % 
NPT to 1% NPT, but model V is for 
relieving pressures from 5 to 35- 
pounds, while model V H will relieve 
35 to 100-pound pressures. The only 
difference between the valves is in the 
springs and they are interchangeable. 
The valves are built in the shape of 
a pipe T for ease of installation and 
flexibility. Positive action is insured 
by venting the spring compartment of 
the valve to the valve body proper. 
The relief pipe is constructed at right 
angles to the inlet and outlet to pre- 
vent chip-clogging—Tuthill Pump 
Company, Chicago, Illinois. MILL 
SUPPLIES, October, 1934. 


DRILL PRESS VISE 

















@ PARALLELS for truing are not 

needed with this vise since they 
are built into the tool. Three sizes 
are available. In model number one, 
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IT’S THE OLD STORY OF 
THE THREE-LEGGED STOOL 


Take any one of the legs off a three-legged stool and 
it won't stand up. Leave out one of the three elements 
in Toncan Iron and you can’t possibly get the same 
performance out of the resulting metal. 

The excellent service records that Toncan Iron 
Pipe has made in so many classes of service are 
directly traceable to the metal of which it is made. 
It is a true alloy of carefully-refined iron, copper and 
molybdenum, processed in the open-hearth furnace 
under the supervision of men skilled in the making of 
fine alloys. Years of experience have proved that every 
one of these elements is necessary—that each alloying 
metal must be added at the right time and at the right 
temperature in exactly the right proportions. There is no guess- 
work—and that’s what makes Toncan Iron Pipe better. That’s why 
Toncan Iron ranks first in rust-resistance among the ferrous metals 
after the stainless steels. You should be stocking and selling Toncan 
Iron Pipe to those industries that have a corrosion problem—for use 
where ordinary ferrous pipe simply will not last. Many applications 


are shown in “Pipe for Permanence.” Write today for a copy. 
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IRON PIPE 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES “Rie “ YOUNGSTOWN, OHIO 
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ATKINS 


SILVER STEEL 







“The 


Finest 


SILVER STEEL 


A piece of die block 
steel 5!/g”x4!/,” that was 
cut in six minutes with 
a 14x14" 065 ga. 
4-tooth ATKINS SILVER 
STEEL “Blue End" Hack- 
saw Blade on a 9x9” 
Peerless Universal Ma- 
chine, with only .001” variation in thickness from end to 
end! The analysis of the steel was 3140 S.A.E. 

A SILVER STEEL "Blue End" Hacksaw Blade cut this 7'/2”x8” 
piece of die block steel in 72 minutes on a 9x9” Peerless 
Universal Machine running at 130 strokes per minute. Blade 
specifications 17”xI!/4” .065 ga. 4-tooth. Stee! analysis: 
3140 S.A.E. The thickness variation was only .0025! 
ATKINS SILVER STEEL "Blue End" Blades will do the same 


for your Hacksaw customers! 


E. C. ATKINS Axo COMPANY 
INDIANAPOLIS, INDIANA 


NEW Y 


BRANCHES:  Aiicic 
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RE EATTILE WASH 
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the jaws open 3-inches, are %-inch 
deep and 2%4-inches wide; in model 
number two, the jaws open 10-inches, 
are 2-inches deep and 6-inches wide; 
in model number three, the jaws have 
an opening of 10-inches, a depth of 
8-inches and are 8-inches wide. The 
jaws hold the piece parallel, so the 
holes will always be accurately drilled. 
Round and poly-sided materials are 
held securely by V-shaped grooves. 
The vise is not heavy but is sturdily 
constructed.—National Machine Tool 
Company, Racine, Wisconsin. MILL 
SUPPLIES, October, 1934. 


HIGH SPEED TAPPER 





@ DESIGNED for high speed and 

heavy duty work, this tapper is 
powered by a %-horsepower motor. 
Two change gears are furnished, giv- 
ing speeds of 1100 and 1750 revolu- 
tions per minute. This number 2 tap- 
per taps up to and including ¥;-inch 
steel, %-inch cast iron and j;;-inch 
brass and other non-ferrous metals. 
Two vertical shafts, on which the tap- 
ping unit is mounted, have slide long 
bearings, line reamed and lapped to 
insure alignment and free action of 
the tap head assembly. The tap head 
and motor unit can be adjusted ver- 
tically, adjustable stops being located 
in the middle of the frame to limit 
the travel of the unit. Design of the 
tap spindle enables the collet chuck 
cap to be removed, so an acorn die and 
holder can be installed, permitting ex- 
ternal threading. A cast iron frame 
supports the motor and tap unit 
which is operated by a foot treadle— 
R. G. Haskins Company, Chicago, 
Illinois, MILL SUPPLIES, October, 
1934, 
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MISTER 


DISTRIBUTOR! 


OU are interested in more business. Consequently you 
?.. going to be vitally interested in the Thirteenth Issue of 
MILL SUPPLIES, coming out in December as a Buying Direc- 
tory of manufacturers and their products — classified in the 
most convenient form. You and your salesmen can find quickly 
any item demanded by your customers, and, what's more, you 
can FIND WHERE TO GET IT. Manufacturers’ advertising 
adjacent to listings will put in your hands just the information 
you will need to take care of your customers’ requirements 
speedily, efficiently, inexpensively. The new Directory Edition 
of MILL SUPPLIES, out in mid-December, will help you render 


better service, increase your sales, build profits. 





MILL SUPPLIES 


520 North Michigan Ave., Chicago, Illinois 
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MANUFACTURERS 
TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed and other 
facts of interest 
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Officials and salesmen of the Johnson Bronze Company pictured at a three day sales 
conference held at New Castle, Pennsylvania, August 30 to September 1, inclusive. 











JOHNSON BRONZE HOLDS 
CONFERENCE 


Those attending were: Ira M. 
Valentine, southern representa- 


e JOHNSON BRONZE COM- tive, Atlanta, Georgia; E. J. 
PANY of New Castle, Penn- Sullivan, New England repre- 
sylvania, held a three day con- sentative, Holyoke, Massachu- 


ference August 30 to September 
1, to discuss plans for sales helps 
and cooperative relations with 


setts; Henry Reggiori, branch 
manager, New York City; R. C. 





Clarke, branch manager, Phila- 
delphia; A. J. Marceau, branch 
manager, Chicago; D. M. Jones, 
Cleveland district; L. E. Cram- 
er, western New York and Penn- 
sylvania; E. M. Holtz, Chicago; 
E. L. Christopher, Chicago; H. 
E. Storrs, Cincinnati, Ohio; P. 
W. Marceau, field engineer ; Carl 
H. Leis, chief engineer; Eugene 
Scanlon, advertising depart- 
ment; R. R. Gibson and Robert 
Steinbrink, sales department. 


INDEPENDENT ELECTS TWO 
NEW OFFICERS 
@ AT a meeting of the directors 
of the Independent Pneumatic 
Tool Company on September 18, 
W. A. Nugent was elected vice- 
president in charge of sales and 
Neil C. Hurley, Jr., was elected 
secretary. 

Mr. Nugent, who has been with 
the company for 20 years, was 
formerly the company’s sales 
manager. 

Mr. Hurley has been in charge 
of the disiribution of the com- 
pany’s electric tools. 


HARTSING REPRESENTS 
TOLEDO 
e THE TOLEDO PIPE 
THREADING MACHINE 
COMPANY, Toledo, Ohio, has 
appointed Clifford E. Hartsing 
as its representative in the 





its many industrial distributors. 

The application of bearing 
materials and bearing problems 
were discussed by the company’s 
chief engineer, C. H. Leis, while 
Louis Sandler, chief metallur- 
gist, discussed alloys and their 
characteristics in bearing appli- 
cations. 

Lee Berthold, vice-president 
in charge of sales and advertis- 
ing, announced the promotion of 
Roy C. Clarke of Philadelphia 
to the position of assistant sales 
manager and the transfer of 
Robert Steinbrink from the New 
Castle office to the Philadelphia 
branch. 

Roy C. Clarke was out cele- 
brating his promotion with a 
game of golf with P. J. Flaherty, 





president of Johnson Bronze, 
which accounts for his absence 
from this group. 
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Frederick Reisman, president, Keystone Refractories Company, New York, is known 

to many distributors as a mechanical engineer and an expert on refractories. The 

above example of his work would seem to indicate that he also is considerable of an 
expert with an easel and brush. 
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A DISTRIBUTOR POLICY 


Make money with the Medart Dis- are always ready to help Distribu- 


tributor Policy — and the Medart tors on any transmission problem. 
Line of “Everything in Power Trans- _—‘ This is of particular advantage 
mission and Special Equipment”... © RIGHT NOW when industry is mak- 
Each backs the other— both com- ing a strong effort to reduce the 
bine to bring greater profits to cost of power and power trans- 
Medart Distributors. mission. .. GET CATALOG 43. 


The Medart Policy is flexible enough 
to meet any territorial and sales re- 
quirement. Medart Sales Engineers 


Medart Pulleys—Steel and 
Iron, also Wood— Furnish- 
ed in all standard types. Sizes 
up to 16 ft. diameter, 84 
in. face. 








Medart-Timken Self- 
Aligning Pillow Block 

. . Medart-Timken 
Flange Bearings, Ball 
and Socket Hanger 
Bearings and Unit 
Mountings also avail- 
able. 





This is a typical installation where Medart is reduc- 
ing power transmission costs. Medart V-Belt and 
other installations are doing this throughout industry. 







Medart Gears can be 
furnished in acomplete 
range of sizesand types 
—castiron, machine 
molded and cut—spur, 
miter and bevel. 


ALSO Medart V-Belt Drives (licensed under Patent 
1,662,511)... V-Belts in all sizes . . . Cast lron and 
Steel Sheaves . . . Bic cle-type Hoisting Sheaves . . . 
Turned and Polished Shafting... Couplings. ..Friction 
Clutches . . . Everything in Power 
Transmission and Special Equip- 
ment...lron and Semi-steel Cast- 
ings .. . Patterns. 


UVa, . 


Medart Hangers —anti-fric- 
tion or ring-oil bearings — all 
ty pes — standard, universal, 
four and two-point adjustment. 





THE MEDART COMPANY, General Offices and Works: 3512 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati, Cleveland, New York, Philadelphia, Buffalo, Chicago, Pittsburgh, 
J 8 até New Orleans, San Francisco, Los Angeles, Dallas, Denver, Charlotte, Birmingham, Milwaukee 





EVERYTHING IN POWER TRANSMISSION & SPECIAL EQUIPMENT 
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She POWER KING 


for the heaviest loads 








The “Power King” is built 
to move the heaviest loads. It 
is easier to operate, suffers less 
wear, has less slack, no lost 
motion and faster action. 


She POWER BOY 


for average loads 


Rounded nose on saddle tog- 
gle gives fast action and elim- 
inates lost motien. Though 
light in weight, it resists wear 
successfully. 


also the 
BADGER andthe NEW 


BADGER CAR MOVERS 
and the 








Our sales policy | 


makes selling efforts on the 
POWER KING, POWER BOY 
and BADGER CAR MOVERS 
profitable. Results 


proven that. 


have 


POWER KING and POWER 
BOY are leading the parade 
and are being accepted as 
standard. 


We will be pleased to dis- 
cuss our proposition with dis- 
tributors whom we have not 


been able to contact. 


ADVANCE SAFETY CAR WRENCH 
THE ADVANCE CAR MOVER CoO. 


APPLETON “ie 


CANADIAN ADVANCE CAR MOVER CO., 


WISCONSIN 
Welland, Ontario, Canada 











Star “Moly” 








maclater 


stole Mm ioh\ am +) (elol-t MMaalel 4M ial -tale 3 
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INLY THE ORIGINAL MOLYBDENUM 


HACK SAW BLADES ARE ST. 


ONLY THE © 


of those who buy and those who sell them. 
el <-tMlalsl au alelel amie ham ollolel-Melel lol aco Mel @h/,) 


colaisl-lemelohamiclti-t tem elim lolalel time i-lilmell(a 4-130 


RIGINAL MOLYBDENUM “ 
W BLADES ARE STAMPED: 





Ww CLEMSON BROS., INC. 


MIDDLETOWN, N.Y 


Sold only through distributors 











@ 452 


southeastern states. Mr. Hart- 
sing has had 15 years’ experi- 
ence in selling to the plumbing, 
heating and mill supply trade. 
He will make his headquarters 
in Atlanta. 

Mr. Hartsing replaces Don 
Coleman, who was transferred 
some months ago to cover the 
State of Pennsylvania and sur- 
rounding territory. 

This is the first change made 
in the sales force of this com- 
pany since 1929. 


TUBE TURNS MOVES NEW 
YORK OFFICE 


e THE New York office of Tube 

Turns, Incorporated, Louis- 
ville, Kentucky, manufacturer 
of seamless drawn fittings for 
pipe welding, has been moved 
from 30 Church Street to 110 
East Forty-second street, the 
Bowery Savings Bank Building. 

M. P. Curley, district man- 
ager, will continue in charge of 
this office, assisted by I. A. Pfeil. 


R. J. HIMMELRIGHT PASSES 
AWAY 
@ RALEIGH J. HIMMEL- 

RIGHT, vice-president of the 
General Refractories Company, 
Philadelphia, Pennsylvania, died 
suddenly in the Perth, Ontario, 
hospital August 30, following a 
stroke suffered while he was 
fishing on Christie Lake the pre- 
vious day. 

Mr. Himmelright was 49 and 
graduated from Purdue Uni- 
versity in 1908. He was a mem- 
ber of numerous railway supply 
organizations and a director of 
the Railway Supply Manufactur- 
ers’ Association. His home was 
in New Rochelte, New York. 


CHICAGO PNEUMATIC MOVES 
BIRMINGHAM OFFICE 


@ THE Chicago Pneumatic Tool 
Company has announced the 


| change of address of its Birming- 


ham, Alabama, office from its 
former location, 1827-31 South 
Second Street to 211 South 20th 
Street. This change was effected 
August 31, and provides in- 
creased facilities for both sales 
and service activities. W. S. 
Lynch is manager of this office. 
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Mister MANUFACTURER: 


Saws, Hack (Blades) 


American Saw & Mfg. Co., Springtield, Mass. 
Arion Steel Co., The, Boston, Mass. 


Armstrong-Blum Mfg. Co., Chicago, Tl. . . . 

Atkins, E. C.. and Co., Indianapolis, Ind. 

Barnes, W. O.. Co., Ine., Detroit, Mich. | u is ri ul or 

Bernz, Otto, Co., Inc., Rochester, N.Y. e 
“ae _ 


Boker, H., & ‘~~ York, N. ¥ 


ask any 


Cap Screw ‘ New York, 

A Y In mid-December, 1934, the Directory Issue’ of “Mill Supplies” will be 

Dar R “ord, sent to all mill supply distributors and their salesmen-subscribers as the 

~ YOU ie thirteenth issue of the magazine. Méill supply distributors everywhere 
are acclaiming this as one of the outstanding, aggressive sales efforts 

af PR ODUCT . of the year—a classified Directory which will give immediate buying 

F< mn ° . . . ° a 

| All ; information in convenient and practical form. Manufacturers’ adver- 

—., oe tising will guid adjacent to the classified listings of their names and 

Millers Faus Mass. products. If any manufacturer is in doubt as to the tremendous value 

a ee Se ON, RES, Hy. Te of placing his advertising there—let him ask the opinion of distributors 

Napier Saw Works, Inc., Middletown, N.Y. NOW. They will advise it... unconditionally! 

Portable Power Tool Corp., Warsaw, Ind. 








Racine Tool & Machine Co., Racine, Wis. 

Reynolds Bros., Columbus, Ohio. 

Sandvik Saw & Tool Corp., Minneapolis, 
Minn. ‘ 

Sawyer Belt Hook Co., Pawtué 

Simonds Saw and Steel Co., Fit¢ 


Snap-On Tools, Ine., Kenosha, Adjacent to L isting 

Spartan Saw Works, Springfiel 

Starrett, L. S., Co., The, Ath 

Swett. Frank W., ‘k Sen, Chica! y O U R ADVE RT | S E M EN T 

a ge me G., & Son C § . di b d h s 
aven, Conn. 

Victor Saw Works, Ine., Middl upplying istributors an their salesmen 


with sizes, advantages, detailed features, 


Saws, Hack (Mach etc., about YOUR PRODUCT. 


Arion Steel Co., The, Boston, - 
Armstrong-Blum Mfg. Co., Chi 
Atkins, E. C., and Co., Indiana) 
Barnes, W. O., Co., Inc., Detro) 
Boker, H., & Co., Inc., New Yo 
Champion Blower and Forge Co., Lancaster, 


























Clark, James, Jr., Electric Co., Louisville, 
K 


Disusen, Henry, & Sons, Inc., Tacony, Phila- The Directory Issue 


delphia, Pa. 
Forsberg Mfg. Co., The, Bridgeport, Conn. of Rae I L L 4g U e gp L { E S is 
Goodell-Pratt Co., Greenfield, Mass. ’ 


—< Bros. Saw Mfg. Co., Inc., Rochester, 


Louisville Electric Manufacturing Co., Louis- closing soon 

ville, y. 

— rae geome. ._- S d b | it " 
eerless Machine Co., acine, 8s. n u eee 

Racine Tool & Machine Co., Racine, Wis. ° a See a 


a ~ ye Machine & Foundry Co., Buf- telephone today for 

ae a ee Oe Me specimen of Directory Issue layout and classifications under 
Ryerson, Joseph T., & Son, Inc., Chicago, which your product will be listed. Reserve space NOW for 
in ‘te he Sek Ck. adequate representation in what is to be the "general catalog" 
a a of the entire mill ore industry for 1935. Itis a direct invest- 
Victor Saw Works, Inc.,’ Middletown, N. Y. ment in thousands of dollars’ worth of S-A-L-E-S! 


Weidman & Wohr, Inc., Lancaster, Pa. 
Wells Mfg. Co., Greenfield, Mass. 


MILL SUPPLIES 


520 North Michigan Avenue 
Chicago, Illinois 


Saws, Hack, Rotary 
Atkins, E. C., and Co., Indianapolis, Ind. 
Misener Mfg. Co., Inec., Syracuse. N. Y. 
Swett. Frank W., & Son, Chicago, II. 
Van Dorn Electric Tool Co.. The. Towson, 
Md. 

[] Y-E-S, reserve - (space) 

for us in the 13th Issue of "Mill Supplies." 


(_] Y-E-S, send us further information. 


Saws, Hand 


Atkins, E. C., and Co., Indianapolis, Ind. 

Barnes, W. O., Co., Inc., Detroit, Mich. (In- 
cluding butchers’.) 

Bridgeport Hdwe. Mfg. Corp., The, Bridge- 
port, Conn. 

Disston, Henry, & Sons, Inc., Tacony, Phila- 
delphia, Pa. 


Firm Name 
Individual Name 


Address 


City. .. State. 
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MORE SALES 
to INDUSTRY 


There’s a nice industrial selling job be- 
ing done on Quincy Compressors. And, 
there’s a nice profit in it for Quincy 
Distributors. . .. The reason is sim- 
ple: Quincy Compressors are designed 
and built to sell and stay sold. Because 
they combine such advanced features of 
design as Timken Bearings, Pressure Lu- 
brication, Automotive-type Pistons, and 
Lynite Connecting Rods, they operate 
with high efficiency and deliver low- 
cost air over a long-term period. .. . 
It’s easy to sell a product that’s built 
right—find out about Quincy. 


QUINCY COMPRESSOR CO. 
303 MAINE STREET, QUINCY, ILLINOIS 
205 W. Wacker Drive, 
30 Church Street 


Chicago 
New York 


UINCY 


Compressors 








Model WWD -— Water 
Cooled Duplex, with 
pressure lubrication. 
Any type control. 








MODEL WWC — Water Cooled 
Duplex, with pressure lubrica- 
tion. Completely automatic in- 
cluding all controls. 





Write for details of NEW 


Quincy Compressor features 
and the Quincy Distributor 
Policy which assures greater 
profits from satisfied cus- 


tomers. 




















Sherman Brass Fittings 


No matter what your 
customers’ brass fittings 
requirements are—or how 
quickly they must be 
filed—you can rely on 
the complete 
Line. 

Sherman 
now all flat bead. They 
are made from good 
brass, threaded accurate- 
ly and clean, with perfect 
alignment. 

The line is complete in 
all items and sizes of 
standard brass fittings 
for steam working 
sure up to 125 pounds; 





Fig. 400 
Elbow 


wash tray, 
flanges, 


tees, 
acorns, 


railing 
ground 





Fig. 407 crossover, 

Tee pieces, flanged elbows, 
union elbows and nipples. Also manufac- 
turer of extra heavy brass fittings. 


Sherman Fusible Plugs 


Finest quality, 
standard type plugs 
are available in sizes 
ranging from % inch 


extension 


to 2 inches. They are 
made from bronze 
castings and filled 
with pure tin, and 
will give long time 
service at low cost. 
Marine type _ fusible 


plugs are made from 


special bronze cast- Short Pattern 
ings and will pass Fig 99 Outside Plug 
steamboat inspection Fig. 99a Inside Plug 
requirements. They 


are furnished in regular standard and high 
pressure patterns. 
Distributors—we'll be glad to send catalog 
sheets covering these two well known Sher- 
man Lines, also our attractive distributor 
terms. 


H.B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


Sherman | 


Fittings are | 


joint and flange unions, | 





ceive the Magazine. 
sent you later. 











To Distributor Executives: 
When you have gone through this 
issue of MILL SUPPLIES, ask your- 
self if it would not be worth four 
cents a man to you to be assured 


‘that every one of your salesmen ob- 


tained the full benefit of the many 


| sales-building helps it contains. 


pres- | 


| At a cost of only four cents a month, 


you can (as hundreds of other dis- 
tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for 


'the small expense you have incurred 
‘in sending the magazine to them. 


‘Send us today the names and ad- 


dresses of the men who should re- 
A bill will be 


MILL SUPPLIES 


520 N. Michigan Ave., Chicago, Ill. 











A distributor-minded father and son 
combination. L. T. Williams, left, is fol- 
lowing in the footsteps of his father, 
Morgan T. Williams, managing director, 
Bond Foundry and Machine Company, 
Manheim, Pennsylvania. ‘“‘L. T.’”’ makes 
many calls on distributors on whom his 
father once called regularly. 


PATENT ISSUED TO CLEMSON 
@ A PATENT, dated July 17, 

has been issued to Clemson 
Brothers, Incorporated, covering 
a hack saw blade with a lubri- 
cated metal coating. 

The blade, after it is manu- 
factured, is coated with a thin 
layer of soft metal, which, it is 
claimed, serves as a protective 
and decorative coating during 
transit, storage and sale and 
when the blade is put in use, the 
soft metal will be rubbed into 
the hard steel surface, thus pro- 
ducing a bearing surface which 
will allow the blade to operate 
more easily. 

The coating is now being ap- 
plied to the new Star “moly” 
hack saw blade. 


EAGLE APPOINTS SALES 
REPRESENTATIVE 

e L. A. HEAL has recently been 

appointed sales representa- 
tive by the Eagle Manufacturing 
Company, Wellsburg, West Vir- 
ginia. Mr. Heal will cover the 
states of Massachusetts, Connec- 
ticut, Rhode Island, Maine, New 
Hampshire and Vermont, con- 
tacting mill supply, hardware 
and automotive wholesalers in 
that territory. 
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Here's how “FACTORY” 


creates sales opportunities 
for distributors ... . 


More plant operating men subscribe to “Factory” than any other 


business publication .. . in the worthwhile plants which account 
for 70% of the horsepower in the manufacturing industries. 


first: ARTICLES LIKE 
THESE SELL PLANTS ON 
BUYING 


“Factory” articles definitely stimulate buying... 
by showing plant men the need for modernization 
and improvement ... and how to do it. These 
articles sell progress ... create acceptance for 
change . . . loosen the strings of the money bags. 














More Busines: More Lead + More i , 
Electrical Equipment Now 









“SS chould 1 Buy Special Machines? [ag 


iT} 


Yes ond No com oat of 
pe wondtrorbing, 


Wow £20000 » man pie: . 
We'll SAVE $125,000! 


peed “Handling” Brings Up These 
: Motor Control 














SeCOnd: ADVERTISEMENTS 
LIKE THESE SELL THE 
PRODUCTS YOU SELL 


You can “push” a line easier if there’s a “pull” for it 
among your customers. Manufacturers who adver- 
tise in “Factory” are creating a healthy pull for 
their products among your best customers by adver- 
tising in “Factory.” It helps your turnover, volume 
and net profit. 




























RY 


330 West 42nd St., New York 


iii wean, 





Thi. PROVED 
shia Sonvaee 


AMY 5°60 — and meintains bh | 
p WITHOUT FLUCTUATION 





MANAGEMENT and MAINTENANCE 


Published monthly by McGraw-Hill Publishing Co., Inc. 


DOES THIS 
DOUBLE 
SELLING 
JOB 
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BRONZE-TO-BRONZE 





Any Salesman Can Get More 
Orders with a Leader 


That’s the position of the man selling Dart Unions. Industries know 
from past performances where they have proven themselves in thousands 
of installations. 


Dart Unions are widely advertised to many industries, have been for a 
long period of time and have backed up by proven performances the 
quality we have claimed for them. 


Dart Unions are a profitable line for distributors who sell on a quality 
over price basis. 


E. M. DART MFG. CO., PROVIDENCE, R. I. 


Sales Agents: Canadian Factory: 
The Fairbanks Company, New York Dart Union Company, Ltd. 
and at all branches Toronto, Canada 
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You dont need 


—for it is easy te see the possibilities of 

the industrial market your salesmen contact 

regularly. Go out after the profitable com- 

mercial and consumer pump business in 

your territory. wy 

Roper makes hand and power drive pumps, 

operating in a range from 1 to 309 gallons Fig. 10694 

per minute, handling every clean liquid from 

benzine to grease. There is a selling range! 

You don't have to be an engineer to sell 

Roper Punips In the few instances where Ra: 

you will need help, you will find Roper en- ams 

gineers prepared to serve you. Our liberal, i 4 

protective, profitable distributor policy will FOR HAND TRANSFER 

appeal to you This is only one of the complete line of 
Roper h yower Rotary Pumps you 

Ask for the facts. Bulletin MSR-1. “aultiarawu 


an sell to your own great market. 


Geo. D. Roper Corp. * @ Rockford, Illinois 


RODER UMDS 


“—« DEPENDABLE - SINCE 1857 






GEARS AND FORGINGS 
REORGANIZED 
e GEARS AND FORGINGS, 

INCORPORATED, with gen- 
eral offices at Cleveland, Ohio, in 
receivership since April 1, 1932, 
has effected a _ reorganization 
under the name of Ohio Forge 
and Machine Corporation. 

This new company will operate 
the former Ohio Forge and Van 
Dorn Dutton divisions of Gears 
and Forgings, Incorporated, lo- 
cated on adjoining properties at 
Cleveland, Ohio. 

The officials who will direct the 
new company are F. H. Chapin, 
president of The National Acme 
Company, chairman of the board; 
S. C. Dalbey and J. M. Clem, who 
formerly operated the Ohio 
Forge Company before the mer- 
ger of Gears and Forgings, presi- 
dent and vice-president, respec- 
tively; H. B. Newell, formerly of 
the Fawcus Machine Company of 
Pittsburgh and later vice-presi- 
dent in charge of operations of 
Gears and Forgings, Incorpo- 
rated, executive vice-president ; 
T. E. Leighton of the original 
Van Dorn and Dutton Company, 
secretary and treasurer; R. B. 
Tripp, former sales manager of 
the Ohio Forge Company and 
later general sales manager of 
Gears and Forgings, Incorpo- 
rated, general sales manager. 


Renovation of these plants and 
their equipment is being made, 
additional equipment being in- 
stalled to increase facilities and 
cover a wider range of service. 

The standard line of speed re- 
ducers formerly marketed under 
the Gears and Forgings trade- 
mark will continue to be manufac- 
tured in the Cleveland plants as 
heretofore. 


Sales offices will be maintained 
as formerly in all principal cities. 


TYSON ADDS FOUR MEN 


e TYSON ROLLER BEARING 

CORPORATION, Massillon, 
Ohio, has announced the follow- 
ing additions to its engineering 
and sales organization personnel 
in its service expansion program. 

Robert W. Ballentine has been 
appointed district manager with 


| headquarters in Milwaukee, Wis- 


consin. Mr. Ballentine was with 
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Timken Roller Bearing Company 
for over 16 years. 

Hyman Ledeen has been ap- 
pointed district manager with 
offices in San Francisco and Los 
Angeles to cover southwestern 
states. Mr. Ledeen represented 
Falk Corporation for a number of 
years. 


Ben L. Crew, Jr., sales engi- 





| IMPERIAL BRASS FITTINGS | 





3 Good Reasons for Sales 








IMPERIAL FITTINGS 


Imperial fittings are designed 


1—Complete Service 
2—Standard Packaging 


neer, has been assigned to the . ee See 

D t aa 1 ‘ ae, rj ‘ | ished. so thet = sol “are Tett 3—Th / 4 j Fit 4 Ch 
etroit offices. Mr. Crew is a | to‘remain' loose ‘ana. possibly e imperia ittings art 
2 ° } clog up lines or interfere with 

graduate of Georgia Tech and has moving parts. ‘The various tyes 

had several years’ experience __ brass fitting service for sas. alt y Py 

with tapered roller bearing appli- Soi hanee a automob . Y, ila ley MONI iT i | 
ti frigeration, air conditioning, et« % Prot aN TT 

cations. c ae 

& “¢ Za 


E. L. Farnsworth who has been 
appointed service sales represen- 
tative with offices in New York, 
has had more than 16 years’ ex- 
perience in the automotive re- 
placement parts field. 


UNITED STATES RUBBER 
APPOINTS MANAGER 
e THE UNITED STATES RUB- 

BER PRODUCTS, INCORPO- 
RATED, New York City, has an- 
nounced the appointment of H.S 
McPherson as manager of me- 
chanical sales in the St. Louis 
district. Mr. McPherson has been 
with the company for over 15 
years and was formerly in charge 
of mechanical sales in the Boston 
district. Prior to that he held 
important posts in the export de- 
partment in Australia, South 
America and the Far East. 

The company has also an- 
nounced the promotion of W. G. 
Mueller, who has enjoyed for 
more than 25 years an interest- 
ing and successful record as a 








THERE's really an incentive to 

selling brass fittings for gas, oil 
and air lines when you can offer your 
customers the complete Imperial 
Fittings Service. 

We make every type of brass fit- 
tings. We'll help you select suffi- 
cient stock items to take care of 
ordinary requirements on a very 
small investment. And we'll give 
you quick service on special orders. 

Our packaging methods will make 
your job easier. 





Our Imperial Fittings Chart will 


prove a real sales maker for you. 








MECHANICAL 
LEATHERS 


LEATHER PARTS 
and PRODUCTS 


for every 


“( Round 
. | Belting 


Send for this chart. Ask us any ques- 
tions you wish. Our flared solder fittings 
and valves for refrigeration and air con- 
ditioning may interest you, too. 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Recine Avenue 


CH tC Ae @ 














salesman with the company, to puna eched 5 Types... 
manager of mechanical sales, 
Boston branch. Hair-On-Round—Recommended above all others for 
yeneral hard service. 
Krome Round —~Made to withstand heat and to remain 


soft and pliable with exceptional pulley grip. 
Tritan Round—A combination Chrome and vegetable 
tannage. Very tough fibred and flexible. 
Rawhide Round—Best suited for high speed drives on 
small pulleys. Well lubricated and long wearing 
Oak Round—A low cost belt which will give good 
service on ordinary drives. 


YEOMANS HOLDS ELECTIONS 
e D. W. BURGOON, vice-presi- 

dent and general manager of 
Yeomans Brothers Company, 
Chicago, has been elected to 
membership on the board of di- 
rectors. H.T. Jeffery was elect- 
ed secretary in addition to his 
office as sales manager. This 
company has specialized in the 
design and manufacture of cen- 
trifugal pumping equipment for 
sewage and drainage for the 
past 35 years. 






Write for. 
Catalog Sheets, 
Round Belting, 
Couplings, Hooks 


A belt to meet every condition. 


The Chicago Rawhide & Mfg. Co. 
1290 Elston Ave. Chicago, U.S. A. 


Branches: New York Boston Philadelphia Pittsburgh Detroit Cleveland Cincinnati St. Louis 
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Wherever Belts Are Used 


... there’s a definite need for 





Laundry belt—speed 1300 ft. per 
Belt 8”, 20 
H.P. Oil consumption for bear- 
ings reduced 75%. 


min. centers 10’. 


CLING-SURFACE 


Every plant you serve, whether it has 
only | belt or 10,000 is vitally interested 
in ,reducing power transmission costs. 
That means that they will be interested 
in slack belts and Cling-Surface. . . . 
Belt slip is eliminated, power losses re- 
duced, less oil required for bearings, 
shaft strain reduced, and life and effi- 
ciency of every belt greatly increased. 


A Repeat Item that 
builds GOOD WILL 


Here's how Cling-Surface sales are 
growing among our distributors. Fig- 
ures show % increase over 1931 sales. 


6 mos. 

1932 1933 1934 

An Indiana Distrib.......... 9B% 130% 280% 
A Pa. Distrib................2191% 374% 580% 
IS occcesiessemas 79% 70% 137% 
hee 13% 68% 233% 


Complete information gladly furnished on 
this proven repeater and profit builder. 


warts 
aS, 


CLING-SURFACE COMPANY 


1017 Niagara Street, 


Buffalo, N. Y. 

















Better Bolts 


made so by devoting 80 odd years of 
close study to its perfection and pro- 


duction. 


An outstanding example in its field, 
for its strength, dependability, uni- 


formity 


and the 
which it is packed. 


superior manner in 


These are the reasons why you should 


G.anx BaosBotrs 


instead of just “A” Bolt. 
You will save money. 


Ctark BrosRott (0 


ask for 


Charles St. 


Milldale, Conn. 

















ROPER ENGINEER OPENS 
BRANCH OFFICE 


@ MERRITT C. WEMPLE, 

formerly sales engineer in the 
office of George D. Roper Cor- 
poration, Rockford, Illinois, has 
opened a branch office in Cleve- 
land, Ohio. The branch office 
address is 320 Rockefeller Build- 
ing, Cleveland, Ohio. Mr. Wem- 
ple has a wealth of pump sales 
and engineering experience that 
will be of benefit to those need- 
ing help in solving pumping 
problems. 


MEDART ADDS TWO MEN TO 
SALES DEPARTMENT 


e THE MEDART COMPANY, 
St. Louis, Missouri, has added 
Ralph H. Clore, formerly sales 
manager for the United States 
Electrical Tool Company, to its 
general sales department in St. 
Louis. Mr. Clore is devoting con- 
siderable of his time to the de- 
velopment of advertising. 


J. W. Anderson, formerly in 
charge of sales for the Pyott 
Foundry and Machine Works, 
Chicago, has been made district 
manager for the company at Dal- 
las. The Dallas territory com- 
prises the northeastern section of 
Texas, as well as some southern 
districts in Oklahoma, including 
Oklahoma City. 


HAUCK PURCHASES OIL- 
BURNER DIVISION 
e THE Hauck Manufacturing 

Company, Brooklyn, New 
York, has announced the pur- 
chase of the oil burner division 
of the Mead-Morrison Manufac- 
turing Company. 

The company will continue the 
manufacture and stock space 
parts for the portable Handi- 
Forges for rivet heating and 
portable torches for’ general 
heating. 


SEAMAN WINS GOLF PRIZE 
@e FRANK F. SEAMAN, gen- 

eral manager, Hoist and 
Crane Division, Robbins and 
Myers, won a handsome desk set 
as a reward for a snappy 77 
(net) at a recent get-together of 
the Electric Hoist Manufactur- 


MILL SUPPLIES 











ers’ Association at the Hunting | 
Valley Country Club, Philadel- | 
phia, last month. | 
To make this achievement | 
more remarkable, it seems that 
this was Mr. Seaman’s first | 
game of golf. His hazy recol- | 
lections of the day’s happenings 
include the awarding of a handi- 


cap somewhere in the vicinity 


“LEADER” DIE-STOCKS 
of 80 and a snappy “buzzard” ; 


12 on one hole. | R 
Further verification for this 


OSTER 
ANOTHER Ys: 









Lila 
boo | 
JI 5 
< Ay 
ORPO 
Your customers, is standard equip- 


story can be obtained from the | a Secrenem, 


other members of the foursome: 
Carl Hedner, Yale and Towne 
Manufacturing Company; “Al” 
Kreh, eastern representative for 
Robbins and Myers; and Joe 
Worker, American Engineering 
Company. 


DISSTON APPOINTS 
DISTRIBUTOR 
e HENRY DISSTON AND 
SONS, INCORPORATED, 


often look to you 
for recommenda- 
tions. You can 
recommend 
“Leader” Die- 
Stocks with the 
satisfying assur- 
ance that they are 
“okey” in every 
respect. 
“LEADER” Die- 
Stocks are of the receding type. 
Their easy-cutting dies and care- 
fully machined, non-clogging leader 
screw insure smooth, frictionless 
operation. 





The Oster-Williams 
*“*LEADE R*’ 
No. 1-A Die Stock 


ment on “Leader” 
Die-Stocks. This 
is a universal 
chuck which elim- 
inates the use of 
pipe bushings and 
set screws and in- 
sures. straight 
threads. 
**Leader”’ Die- 
Stocks are made 
in two types: 
No. 1 Plain Type and No. 1-A Ratchet 
Type. 

Remember that the Oster-Williams 
line includes modern pipe threading 
machines and die-stocks for every 


The famous Oster centering device 


Philadelphia, Pennsylvania, has | 
appointed the Manufacturers | Stocks and Dies — Pipe and Bolt Machines — Pipe Welding Tools 
Supply Company, recently moved 


to its new warehouse and general | C bt T e ® - WwW i L L { A M s 


office at 3528 East 76th Street, Sales Office: 2041 EAST 6st STREET, CLEVELAND, OHIO 
Cleveland, Ohio, disthibyter foo w_——————————__—— 
its industrial products. 


With the facilities the new | POWER TRANSMISSION EQUIPMENT 
quarters provide for carrying ex- | 
" FOR THE DISTRIBUTOR 


tensive stocks, the Manufactur- 
ers Supply Company will be able 
to give exceptional service to 
manufacturers located in the ter- 
ritory surrounding Cleveland and 
Akron in which this company 
will represent Disston. 


threading requirement. 





Factories: ERIE, PA. and CLEVELAND, OHIO 
















Everyone Wants 


ANTI-FRICTION BEARINGS 
You Can Sell 


JONES - TIMKEN 


You really have something different to offer your 
customers when you sell Jones-Timken Bearing 
Equipped Pillow Blocks and Hangers. Jones-Timken 
roller bearings insure constant lubrication because 
they keep the oil in. They will give 
your customers many times the service 
of ordinary bearings. In addition, think 
of the weight the name "Timken" carries 
with it. 

Jones-Timken Pillow Blocks and Hang- 
ers are not difficult to sell. You don't 

have to be an engineer to do it. 

Our fine profit spread for distrib- 

utors and our sales cooperation 
‘ will appeal to you. Write for our 

new bulletin and our new distrib- 
utor policy. 


|W. A. JONES FOUNDRY & MACHINE COMPANY 


4401 Roosevelt Road CHICAGO, ILLINOIS 
ALSO MANUFACTURERS OF V-BELT DRIVES, CUT AND CAST TOOTH 
GEARS, PULLEYS, FLEXIBLE COUPLINGS AND SPEED REDUCERS 








E. C. Miller, president, Magnolia 

Metal Company, Elizabeth, New Jer- 

sey, ranks as one of the “old timers” 

in his contacts with industrial dis- 

tributors. His activities extend over 
a period of 40 years. 
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L BEARING 
SE PULLEYS 





SAVE 
TIME in daily oiling 
COST of lubricant and replacement 
LOSS in power from friction 


There is no question but what you will 


| 


GILMER ENTERTAINS 
EMPLOYEES 

e THE L. H. Gilmer Company, 

Tacony, Philadelphia, enter- 
tained employees and_ their 
friends at its annual outing on 
August 25, at Eddington on the 
Delaware River. Nearly 700 at- 
tended as guests of the company. 
A baseball game, 


volley ball, | 


wrestling, races, swimming and | 


dancing filled the program. John 
S. Krauss, president of the com- 


pany, presided at the awarding | 


of over 60 prizes. 


| POOLE FOUNDRY ACQUIRES | 


| PANY, Baltimore, 


PATENTS 


e THE POOLE FOUNDRY 
AND MACHINE COM- 
Maryland, 


| has announced its acquisition of 


experience a quick consumer interest in their 


superior qualities. And that means sales be- 
cause pulley replacements are badly needed 
in industry today. 


Ask for our profitable distributor terms 
and for information about the engi- 
neering assistance we will give you. 


SHAFTING CO. 


19 N. Desplaines St. 

















Here's What Your 
Customers Want! 
The Brand New 
SWAYNE-ROBINSON 


SERIES 200—BENCH LATHE 





Think of your prospects— 


* INDUSTRIAL PLANTS 
* MACHINE SHOPS 

* GARAGES 

* ELECTRIC SHOPS 

* MODEL BUILDERS 

* HOME MECHANICS 


Sells complete as illustrated, with 8” 
swing and 18” between centers for only 
$39.50. For 24” between centers, the 
price is $41.50. 


No engineering training necessary to 


sell it. Fine profits. Write for complete 
information. 


SWAYNE, ROBINSON & CO. 


225 Main St. Richmond, Ind. 
Established 1842 incorporated 1889 
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all domestic and foreign patents | 


covering and pertaining to the 


| Poole all metal, gear, lubricated 
| type flexible coupling. These 


| patents were formerly owned by 


CHICAGO PULLEY 4& | 


the Poole Engineering and Ma- 


| chine Company. 


CHICAGO, ILL. | 


FOSTER AND SARCO JOIN 
COUNCIL 

e THE FOSTER ENGINEER- 

ING COMPANY, Newark, 
New Jersey, manufacturer of 
automatic valves for pressure, 
flow, and temperature control of 
steam, liquids and gases, and the 
Sarco Company, New York City, 
manufacturer of steam traps, 
strainers, temperature regula- 
tors and heating specialties, 
have become members of the 
Exhibitors Advisory Council, 
New York City, an organization 
which issues data on industrial 


_and trade shows and exposi- 


tions. 


WELDING CLINIC PLANNED 


| @ COMPLETION of plans for 


the holding of a four-day weld- 


| ing clinic in New Orleans start- 


ing October 24 has just been an- 
nounced by The Linde Air Prod- 
ucts Company, manufacturer of 
materials and equipment for 
oxy-acetylene welding and cut- 
ting. 

This will be the fourth large 
clinic of this type sponsored by 
this company this year, the 
others having been held at Bir- 


| you every day 
opportunities 
when you sell 
OTTEMILLER 

MILLED SCREW 

MACHINE PRODUCTS 

Cap Screws Set Screws 

Coupling Bolts 

Milled Studs 


© G 


















Join the 
ANTI-FUMES 
CLUB 


Want to make a hit with your 





solder customers? Protect them 
against the clouds of smelly 
smoke fumes caused by ordinary 
acid soldering. Give them Berry's 
"Leek-Pruf" Acid Core. It's abso- 
lutely fumeless. And sputterless. 
And leakproof. Begin selling 
"Leak-Pruf" Now. You'll become 
a life member of the Anti-Fumes 
Club. BERRY SOLDER CO., 
Inc., 19 Rector Street, New York. 
Industrial and packaged solder. 


BERRY'S 


SOLDER 
‘Cex pruf hard acid core 
eeavs “4 
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BIG PLANTS and 
LITTLE PLANTS 


—all offer 


The Ottemiller Line is complete enough and 


| of such high quality as to encourage the dis- 


tributor's salesmen to sell standardization—and 
establish a steady flow of repeat orders at 
good profits. 


Your inquiry is invited. 


The WM. H. OTTEMILLER CO. 
YORK, PA. 


We also manufacture Dardelet Thread Screws. 





MILL SUPPLIES 








mingham, Alabama; Houston 


— and eo panel The | M { ee CO-OP E RAT ] @) N 
great success and popularity o | is ESSENTIAL 


these previous clinics led to the 
to the program of modernization be- 


formation of the present plans, — * 
4 and no efforts are being spared HE IRON Xe 
‘ to make the forthcoming clinic ‘ ing conducted by the leading Indus- 
even better in every respect than a oe Ra: ~— | trial Magazines in conjunction with the 
its predecessors. panevome rs 

The purpose of this type of MACHINERY. 
general clinic is to pass on to A 
those interested in oxy-acetylene 









Power Transmission Council. .. . It 
is a program of vital importance to 


the Mill Supply Trade as a means of 


welding and cutting information comet ; eens eee 
on new developments in the in- fextile = fe! | business. va We are doing our part 
dustry ; to assist those who have Se by advertising in the group of maga- 
welding and cutting problems; to | ORY zines shown and by other means and 
demonstrate and give instruction | FAC! i F invite correspondence from active Mill 
on new and old applications of | NEO ECeeee, = Supply Men who would like to be- 


the oxy-acetylene process; to af- | MAINTENANCI 
ford a chance for discussion and | 
interchange of ideas among those 
attending. 

The New Orleans clinic will be 
held at the Isaac Delgado Central 
Trades School, the officials of 
which are offering all the facili- 
ties of the school to take care of 
the large attendance expected 
from Louisiana and surrounding 
states. 

Complete program plans will 
be announced later, but features 
will be demonstrations of several ” 
new developments in welding and 
cutting equipment, and of both 
usual and unusual applications of 
the oxy-acetylene process; in- 
struction in all types of welding; 
informal discussions; motion 
pictures; exhibits of unique and 
standard welding and cutting 
jobs; and the testing of coupons 
welded by the guests. _ 

Invitations have been sent out 
to a wide list including plant man- 
agers and superintendents, con- 
tractors, welding operators, and 
other interested persons, but 
everyone at all interested in 
learning more about the oxy- 
acetylene process is cordially 
invited to attend. Further an- 
nouncements will be sent to 
anyone communicating with the 
New Orleans Office of The Linde 
Air Products Company. 


come more fully acquainted with the 
scope of the program. 


LEATHER BELTING PACKINGS and SPECIALTIES 


Main Office and Factory 
33 FERRY STREET NEW YORK 


unches and Distributors in All 

















TAP USERS 


have put their stamp of approval on 
WINTER BROTHERS NEW PROC- 
ESS COMMERCIAL GROUND 
TAPS WITH RELIEVED FORM 
THREADS. 


RELIEVED FORM THREADS do 
make a big difference in tap per- 
formance. 


Gauged by the number of tapped 
holes per tap, these tools are sur- 
prisingly economical to use. 


; THE 
WINTER BROTHERS COMPANY 


(Dependable Taps and Dies) 
Wrentham, Mass. 


Division of the National Twist Drill & Tool Co., 
Detroit, Michigan 


DISSTON HELPS BUILD CUP 
YACHT 

@ FOR the past 41 years, the 

Herreshoff Manufacturing 

Company has been building cup 

defenders at Bristol, Rhode Is- 

land. During these years, Diss- 














OCTOBER, 1934 85 





UMI 








The Wrench Mfrs.’ Code Says We 
Can No Longer Put This Guarantee 
Label On RIGID Wrenches 


We Do Our 
Part — We 
Believe In 
The Code — 
But The Fact 
Stillisthat— 


YOU CAN'T BREAK 
OR DISTORT A 
RIGID HOUSING 
IN SERVICE 


OUR customers who haven't 
tried the RI@AID have an 
experience coming. If they want 
a slicker-working tool, if they 
want to cut their wrench costs— 
this tool is the answer. 

They won’t object at all to the 







ly and won’t slip or lock on a 
pipe, the full-floating hook-jaw 
with handy pipe scale on it, ‘the 
heel-jaw replaceable. Nor the ad- 
justing nut that spins easily in 
every size, 6” to 60”. 

Get them to try a RIZAID once 
@2= and they’re regular buyers. 


THE RIDGE TOOL CO., Elyria, O., U.S. A. 


Rikzalb 


PIPE TOOLS 


4 




















2-piece Hinged 
Rocker Pins 


STEELGRI 


Flexible Lacing 


Recommended Steelgrip for heavy- 


duty as well as general use. With 
extra strength it will hold any load. 
Made of Treated Steel it penetrates 
toughest belting-clinches to a smooth, 
flat “hump-less” joint. Increases life 
of rubber and fabric belts—com 
presses ends and prevents fraying. 
Lengths for the widest conveyor 
belts. S sizes, comes boxed in boxes, 
handy packages and lengths--72 
inches always in stock 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People”’ 
310 N. Sheldon St. 
CHICAGO, 






















In Boxes 
and Handy 
Packages. 














chrome molybdenum nickel steel | 
jaws that grip and let-go instant- | 


| PANY, Chicago, 

| issued a new bulletin, describing 

| and illustrating its complete line | 
of power transmission equip- | 

| ment. Descriptions include com- 

| plete specifications, applications | 

Copies may be had | 


Po 


| ton saws, 
_ Henry Disston & Sons, Incorpor- | 


manufactured by 


| ated, Philadelphia, Pennsylvania, 
| have helped Herreshoff to build 
| patterns, cut decking and inte- 


| rior finish all of the woodwork | 


| for the successful cup defenders, 
| including Rainbow, this year’s 
| winner. 

The great international yacht 


race is for a trophy originally 


ron at Cowes, Isle of Wight. It 
was won by the United States 
| from Great Britain in 1851. For 
| 83 consecutive years, this trophy, 
'known as The America’s Cup, 


. 

| given by the Royal Yacht Squad- | 
| 

| 


|has been held in the United | 


| States. 
ALUMINUM INDUSTRIES 
ISSUES FOLDER 
@ ALUMINUM INDUSTRIES, 
INCORPORATED, Cincin- 
nati, Ohio, has completed the pro- 
duction of a new descriptive 
folder of its Permite leaded 
phosphor bronze bars. This 
booklet is available by writing 
to the company. 





JONES ISSUES BULLETIN 


|@ W. A. JONES FOUNDRY 


AND MACHINE COM- 
Illinois, has 


and prices. 


by requesting bulletin number | 
61 from the company. 








| A J. Burns, manager of the mill sup- 
| ply department, F. E. Satterlee Com- 
| pany, Minneapolis, is seen at the left 
during a discussion of the belting busi- 
ness with F. W. Wirfs and Albert J. 
Weis of the Chicago Belting Company. 




















GENUINE 
HETTRICK 


Stitched Canvas Belting 


MALABAR 


| for Conveying and Elevating 


HETMACO 


The New Transmission Belt 


Sold Through Distributors 


on attractive terms— 
with sales assistance 


Under an established 
resale price set-up that 
you will like! 

Your inquiry will bring you informa- 


tion that will make you want to han- 
dle these three fine lines. 
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HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
TOLEDO, OHIO 














Stock Up 


NOW 
On This 
Profitable 
Specialty Item! 


AFETY equipment 
sales are on the up- 

















. swing! And the Dayton 
en Safety Ladder is no ex- 
iuic’ alain. ception, It stands with- 


utor territor- 
ies are open. 


out wabbling or tip- 
ping, permits workmen 
to use both hands. 
Made of durable air- 
plane spruce in sizes 3 
to 16 feet. We back you 
with full cooperation. 


THE DAYTON 
SAFETY LADDER CO. 


121-123 West 3rd St., Cincinnati 


DAYTON 


Safety Ladder 


\KII (Patented) 


Write Dept. 
MS-10 
For Details 
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THE SOURCE 
OF SUPPLY 


for safety equipment 


More and more Industrial Distributors and Job- 
bers are depending upon the Chicago Eye ‘Shietd 
Company as THE BEST SOURCE OF SUPPLY 
for high quality, well advertised, profit making 
industrial safety equipment. 


OH BOY !— 
THIS 1S THE 
BEST AND MOST 
COMFORTABLE 
DUST MASK 
| EVER HAD — 


ITS ONE MADE 
BY CESCO. 





CESCO RESPIRATORS 
One widely sold item is Cesco’s new line of 
respirators. It’s a standard. 5 kinds of filters— 
one of these 5 types will handle any job requiring 
a dust mask or respirator. Workmen like the 
soft, pliant Cesco Respirator because of its great 
wearing comfort and proved efficiency. 


OTHER CESCO 

SAFETY EQUIPMENT 
Chipping and Welding Goggles— 
Goggles for every industrial use. 
Welding Helmets, Masks, Cover 
Glass — Sand Blast Masks and 
other respiratory safety devices 
—A most complete line of indus- 
trial head, eye and lung safety 
equipment—and at one reliable 
source. 


INDUSTRIAL DISTRIBUTORS 
AND JOBBERS 


Write today for complete catalog, discounts and 
Cesco’s plan of jobber cooperation. 


CHICAGO EYE SHIELD COMPANY 
2329 Warren Blvd. CHICAGO, ILL, 














AEN 


Files of Precision 


Our Distributor Sales 
Policy is not a new 
deal. It has been in 
force for over thirty 
years. 


We consider our dis- 
tributors part of our 
organization and co- 
operate with them to 
the fullest extent. 





AMERICAN SWISS 
FILE & TOOL CO. 


ELIZABETH, N. J. 
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_@ THE volume of construction | 


DODGE REPORTS ON AUGUST 
BUILDING 


contracts placed during Au- 


| gust was slightly higher than 





that reported for July and 13% 
greater than the total shown for 
August, 1933, according to F. 
W. Dodge Corporation. Out of 
the August, 1934, volume of 
$120,244,500, a total of $51,046,- 
800 was reported for non-resi- 
dential building types; $41,905,- 
900 for public works and $8,- 
650,800 for public utilities. The 
August totals for non-residen- 
tial building and public works 
classifications were larger than 
in August, 1933, while for resi- 


| dential building and public util- 
| ities the respective totals were 


smaller than a year ago. For 
both residential and non-resi- 
dential building the August to- 


| tals were smaller than those 


reported for July. 


TEXTILE BELTING SALES 
REPORTED 

@e ACCORDING to a prelim- 

inary report compiled from 

data collected in the Biennial 


Census of manufactures in 1934, 


total sales of textile belting for 


| 19383 were $1,503,157, as com- 
| pared with $1,579,973 for 1931. 


This total was made up as fol- 
lows: Transmission belt, $566,- | 
993; conveyor belt, $280,701; 
and other belting, $655,463. 


GILMER PUBLISHES NEW 
CATALOG 


e THE L. H. Gilmer Company, | 

Tacony, Pennsylvania, has is- 
sued catalog JS-215 describing 
its V-belt line for both multiple- 
groove and fractional horse- 
power drives. A copy may be se- 


| cured by requesting JS-215. 


| 
| 
| 
| 
| 
| 
| 
| 
| 


NEW FALK BULLETIN 
PUBLISHED 


e THE Falk Corporation, Mil- | 


waukee, Wisconsin, has _ re- 
cently issued a new bulletin, 
number 272, showing for the first 
time under one cover its com- 
plete line of motoreducers. The 
bulletin also contains rating ta- 
bles and some entirely new in- 


stallation and application pic- | 


tures. 


‘THIS LITTLE 


HANDFUL 
OF POWER 


will make you 
plenty of sales 


. and plenty 
of friends! 








THE '/, INCH 
LIGHT DUTY 
SKILSAW DRILL 


* Designed for light duty fast 
| drilling up to '/, inch in metal or 
| various other materials, and if 
_ you don't think it has power and 
_ then some—well, just test it out. 
Contains features you ordinarily 
| expect only in much more costly 


| drills. 





| © Has an unlimited market among 
| | carpenters, electricians, for 
| maintenance shops, home work 
| shops and for all-around use. 

Learn the true value — SEE IT 
| DRILL! 


SKILSAW, INC. 


3344 Elston Ave., Chicago 


OKILSAW 








DRILLS 


MADE IN 8 POWERFUL MODELS 
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MARVEL 


Haek Saws-=<as 
staple as 
sugar” 





More Saw, More Saleable 
Find a shop without a MARVEL 


saw and you have found a prospect 
for they are standard equipment in 
shops large or small. Any way you 
figure it, MARVEL saws are easiest 
to sell for they are far better saws: 
sturdier construction, better mate- 
rials, more capacity, more versatile, 
more dependable. 


There are more MARVELs in use 


to-day than of any other make. They 
are as “staple as sugar,” are just as 


saleable. 


Write for Catalog 


Armstrong-Blum Mfg. Co. 
“The Hack Saw People” 
353 N. Francisco Ave. 
CHICAGO, U. S. A. 

















(Strand 


FLEXIBLE SHAFT 


MACHINES OF QUALITY 


4 to 2 H. P. 
CAPACITY 


VERTICAL AND HORIZONTAL 
TYPES 


TYPE M7--1 H.P. 








Sixty types and sizes with attachments for 
many portable operations—on all kinds of 


metal and wood. 
Write for Catalog 
N. A. STRAND & CO. 


Manufacturers 


5001 No. Lincoln St., 
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Chicago 


BULLETIN ISSUED BY ROOTS. | 


CONNERSVILLE 
® ROOTS - CONNERSVILLE 
BLOWER CORPORATION, 
Connersville, Indiana, has issued | 


_ a bulletin, number 100-B12, de- 


| bie feet of inerts per hour, meas- 


| volumes of inert gas, available 


, commemorate its long associa- 


scribing and illustrating the Har- | 
rison inert gas producer. 

R-C Harrison inert gas pro- 
ducers have been built in sizes 
ranging from 7,500 to 40,000 cu- 


uring at 60 degrees Fahrenheit, 
against a pressure of two pounds. 
Other capacities and pressures 
can be built to meet require- 
ments. It has solved the problem 
of obtaining, economically, large | 
under adequate pressure, for 
convenient use. 

The bulletin also contains illus- 
trations of various types of 
drives and mountings. 


HARNISCHFEGER ISSUES 
ANNIVERSARY BOOK 
@ THE Harnischfeger Corpora- 
tion, Milwaukee, Wisconsin, 
is celebrating its fiftieth year in 
the manufacturing business. To 





tion with industrial fields, the | 
company has printed an attrac- 
tive anniversary book, called 
“The Fiftieth Year.” 

This profusely illustrated book 
contains 84 pages and is bound 
in gold and purple. It tells the 


_ story of a group of pioneers who 


have woven their own achieve- 
ments into the American indus- 
trial fabric through their con- 
tribution in the field of power 
equipment. 

Copies of the book are being 
presented to friends and patrons 
of the corporation. Executives 
desiring copies will receive them 
by addressing a request on com- 
pany stationery to the corpora- 


tion. 


BRASS GOODS CATALOG 

ISSUED BY SHERMAN 
@ CATALOG 34 on brass goods 

has recently been issued by 
H. B. Sherman Manufacturing 
Company, Battle Creek, Michi- 
gan. Complete descriptions, 
specifications and money prices 
on its brass line of clamps, 


valves, faucets, oil and grease | 
cups, nozzles and pipe fittings | 


are given in this 50-page booklet. 


‘ 


UST a bit of relief and attraction 

for you after looking at all the 
machinery and supplies pictures in 
this issue. 


And to suggest that you will find 
jobbing SAFETY BELT HOOKS and 
VISE LACERS even more attractive. 


Bear these FACTS in mind—NO 
WASTE HOOKS—HOOKS FIT 
ANY STANDARD LACING DE- 
VICE—ONLY THREE SIZES FOR 
EVERY LACING JOB UP TO %” 
THICK. 


Safer—stronger—better 


Many jobbers push them 
Why Not You? 


Safety, 


REG. U.S. PAT. OFF. 

















PORTABLE ELECTRIC DRILL 


A high ase intermittent service, light 
duty, portable electric drill that finds a 
ready market in plants, repai¢ shops, ete.— 
Yq inch size, marty Signal Universal 
an for D.C. or A.C. 110 volts—weighs 
6 unds—has ‘‘make-and-break’’ switch 
—turnished with 8 feet of heavy duty rubber 
covered cord with rubber plug and key. 
Send for details and discounts. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Michigan 





OFFICES IN PRINCIPAL CITIES 
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Get Our LOW 
PRICE on this 2”, 
10,000 Gal. Size 


JAEGER “SURE PRIME” 


PUMPS SELL FASTER... 


Y a” 4” 6” Ss” SIZES 
Beat competition, make money with 
America’s fastest selling of compact, 
portable, sure priming cen Amas- 
ingly low prices. Write us. 


THE JAEGER MACHINE CO. 
501 Dublin Avenue, Columbus, Ohio 








That Big Belt 
Replacement Market 
Is Easier to ‘‘crackh’’ if 
You Sell 





GENUINE BALATA 


for the every day run of transmission, 
conveying and elevating applications. 


Smooth and True Running! 
Transmits ALL Power Without Loss! 
Does Not Shrink or Stretch! 

Just as genuine as the quality 

of the belt is our distributor 


policy. It gives you real op- 
portunity for sales at a profit! 


Ask us to tell you more 
about it. 


MANHEIM MANUFACTURING 
& BELTING COMPANY 
MANHEIM, PA. 
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PALMER-BEE PUBLISHES 
| NEW CATALOG 
|e THE PALMER-BEE COM- 
| PANY, Detroit, Michigan, 
has issued a general catalog 
Number 100. This catalog is 
completely descriptive of all- 


sprocket and traction wheels for 
use in elevating and conveying 
installations as well as all posi- 


sion purposes. 

This company, in addition. to 
its manufacturing activities, 
acts as a distributor on several 
lines. 





HAYS ISSUES CATALOG 
e A NEW catalog, illustrating 
and describing Hays’ double 
seal fittings, has been issued by 
the Hays Manufacturing Com- 
pany, Erie, Pennsylvania. 
Hays double seal connections 


throughout the country on jobs 
requiring joints that will not 
loosen through vibration, tor- 
sion, deflection, freezing or vac- 
uum. 

Descriptions include complete 
| specifications and applications. 





WORTHINGTON ISSUES NEW 
LITERATURE 

@ THE Worthington Pump and 

Machinery Corporation and 

the Worthington-Gamon Meter 

Company, Harrison, New Jersey, 


erature describing and 





petroleum industry, 
pieces covering its Gamon water 
meters. 


PENN GENERAL DIS- 
TRIBUTES GOODALL 
| @ THE Penn General 
Company, Pittsburgh, Penn- 
sylvania, is now distributing the 
line of the Goodall Rubber Com- 
pany, according to W. J. Charles, 
president. 


TAYLER AND SPOTSWOOD 
ADDS SMITH LINE 

| e THE Smith line of welding 

| equipment is now being dis- 

| tributed by Tayler and Spots- 

_wood Company, San Francisco, 

| California. 


steel and drop forged chain and | 


have been used quite extensively | 


| 


tive drives for power transmis- | 


| 


have issued eight pieces of lit- | 
illus- | 
trating its equipment for the | 
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Every Plant --- Shop --- Institution 
in Your Territory 


is a potential buyer of this modern, 
inexpensive, money-saving tool — 


The 
CLEMENTS-CADILLAC 







Blower 
Suction Cleaner 
Sprayer 


That means real, immediate 
sales opportunities on each and 
every call—at a profit margin that 
encourages your sincere efforts. We 
give you the finest kind of cooperation 
in addition to excellent distributor 
terms. Ask for details. 


Here Are the Facts 


The CLEMENTS-CADILLAC can be op- 
erated from any light socket for less 
than 2c an hour. It is ball bearing and 
requires no oiling. It delivers dry, oil 
free air at great speed, but low pres- 
sure. The finest motors and other in- 
tricate equipment are cleaned safely, 
quickly and easily. It is instantly con- 
vertible for suction cleaning bins, over- 
head pipes, automobiles, etc. Your cus- 
tomers will take to it. 


CLEMENTS MFG. CO. 
6650 Narragansett Ave., CHICAGO, ILL. 











PERFORMANCE 








The ATLAS was originally 
designed for satisfactory per- 
formance regardless of work- 
ing conditions. 


That this design was correct from the 
first is evidenced by its present leading 
position in the Car Mover market. 


If you are not handling ATLAS, 
write us for further information. It 
offers you unusual sales opportuni- 
ties in these days of unusual car 
loadings. 





APPLETON-ATLAS 
CAR MOVER CORPORATION 
2947 No. 30th Street 
MILWAUKEE, WIS. 







(Formerly of Appleton, Wis.) 
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A TWIST OF 
THE WRIST— 


—fastens a “TOLEDO” Super- 
threader to the pipe. 


Increased sales await you in 
“TOLEDO” Supers. Many ex- 
clusive features found only in 
“TOLEDOS”. No _ bushings. 
Three broad-faced chuck jaws 
with graduated guide bars and 
large wing-head thumb screws 
clamp the tool to the pipe 
quickly and securely without 
marring. Perfect centering. 
Long life. The most accurate 
of centering devices. 


These new “TOLEDCS” are 
great sellers. Your stock is not 
complete without them. 


“ec... 
FIRST IN QUALITY 


THE TOLEDO PIPE 
THREADING MACHINE CO. 
TOLEDO, OHIO 


NEW YORK OFFICE & DISPLAY 
72 LAFAYETTE ST. 








. IBR 1” TO 2” THREADER. 


| Atkins and Company, E. C 
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